



















5 
Pak. A tar et nk ble 
Se ane 


DiiNA 
_INSURANCE 


Lf | 









Py, if; / 





VOLUME 48, No. 8 DECEMBER, 1942 


BY THE EDITORS 


Life Insurance Aggregates 
Service Information 
Editors’ Corner 


Victory Tax 


\ Installing a Life Department ; : ; ; Dwight G. Johnson 
Selling Retirement Income . ; ‘ : ° Francis J. O’Brien 
' Billion Dollar Club. . . . « «~~ « United Press 
: The Legal Spotlight . : , ; ; , . O. D. Brundidge 
‘ Revenue Act of 1942 . . . . «~~ Equitable Life (N.Y.) 


Invisible Taxes ; : ; ; , ; : . U.S.C. of C. 


Wartime Buyers : , ‘ ‘ : ; ; : . A.L.C. 





i ict al 
pt 


Season's Greetings 


QSET GQ Oy 


[HE NATIONAL MAGAZINE ee OF INSURANCE FINANCE 


‘ay, vot 
"that the name imlies 









nae 


ees 


sone yas 


a 


Se RTL ag Aen Fann aaa 2a Tg 


ree 





ng bueno 


x es peg] 


SOR ag 





a 





Their future ...friend or foe? 


Too far away to see clearly ... but closer than you think...is the future that you must build for them now. Here is a way to 
help make that future friendly and secure... and, at the same time, discover a source of strength and courage for today. 


7 VEN though the world is troubled—even 

though today's demands are many and heavy 

there is no time to wait in building a tomorrou 
for those vou love 

That job must be carried on today—now 

It must be carried on by every husband and 
father who knows that his family will need money 
for living, come what may. 

It is a job that, in the doing, pays rich rewards 
For strength and hope, courage and confidence 
abide with him who not only believes in a secure 
and happy future but who works towards it 


with a safe and definite plan. 


In Northwestern Mutua 


sands of thoughtful men have found such a plan 
a sure way to provide funds for tomorrow's nece 
sities 

That swrene is evidenced in the record of the 
Northwestern Mutua a‘ ny which, for more 





than 80 years, has kept faith with the policy 
holders it was founded to serve 

It is evident in the fact that, since its founding in 
1857, this company has been truly mutual, giving 
preference to none at the expense of others 

It is evident in the record of careful stewardship 


which accepts no undue risks or hazards... which 
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| Now im its 85th Anniversary Yeor, the Northwestern 
Mutual is provd to report the payment of more than 
2 billion 800 million dollars to its beneficiaries and 


policyholders 


‘THe NoRTHWESTERN MuTUAL 


LIFE INSURANCE COMPANY. ° 


MILWAUKEE, Wis. 





“This full page advertisement appeared in the November 28 issue 


of the Saturday Evening Post.” 
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MODERN AS TOMORROW'S HEADLINES 


















This letter like other 
MASSACHUSETTS 
MUTUAL advertising 
is helping our field 
men meet today’s 
objections . . . and 
turn them into rea- 
sons for buying: life 
insurance now. 
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LIFE INSURANCE SALES RESEARCH BUREAU 
The comparative percentages are based upon thie ac. / 
tual experience of the 53 contributing companies. 
Ordinary Sales by States New 
’ OCTOBER 1942 YEAR TO DATE Inc 
Sales Con 
e Vol- Ratios In- Ratios In- 
me On OU r ume °42~-’41 dex Sales '42-'41 dex 
in All All Volume All All 
$1,000 Cos. Cos. in $1,000 Cos. Cos, Month 
Ala. Pp ee $4,572 280% 97% $51,732 92% 101% 
> eer 1,085 83 79 12,337. 8&5 83 
An §  araget 2843 72 90 32.914 95 100 
a Sar 33,325 75 92 374,085 99 107 Jan. 
See 3,972 69 76 43,709 89 85 Feb. 
a en 10,044 69 93 109,870 94 106 Mar. 
At Hotel Pennsylvania, in New York, Del. ........ 1,549 81 95 16,706 99 105 Apr. 
we’re well aware how important D. 2 ee 3,699 56 70 48,997 8&7 90 May 
. js Pee See 4,574 68 75 55,609 80 87 June 
time—your time—is right now. eS rt. 6953 77 9% 74,209 89 97 July 
a 1,495 97 98 14547 98 95 Aug. 
You’ll notice how time-conscious ~ SP ey — 4 76 401 4 89 90 Sept. 
emg: eRES 2, 5 92 132,778 90 99 t. 
gee de a ee Se... 8766 75 79 97098 91 93 § % 
SS ae a, ne Pia. 6,899 87 100 73,799 101 107 
you are shown to your comfort- Nea Saat 5,283 74 84 63,057 94 103 
able, large, well-furnished room. | La. ......... 4,236 76 83 51,754 96 96 
ea 2,946 85 103 29,381 105 107 
il i i a 9,351 92 110 90,162 101 112 yan 
aS “a OO ee 18,280 77 5 216,874 91 98 Feb 
Hotel Pennsylvania is when you visit Mich. ....... 21,660 74 88 231,098 90 100 _ 
any one of the dining rooms. Whether OS ee 9,233 69 70 103,229 89 87 yal j 
it’s breakfast in the Coffee Shop, or Miss. ....... 2700 79 8% 128423 91 9 Bl ity 
: + ’ De ceccccce . oo / ID, “ 
Seat me Hie Col ouge, you'd tnd Mont. ...... 1,436 76 75 16,183 86 87 fm june 
the service efficient, courteous, and _* Rea 5,406 89 101 56,684 99 102 July 
prompt. And the food simply delicious! eS ‘463 87 99 4,659 89 97 a “4 
N. He... 1621 53 73 21711 91 106 oy 
: : s _ See 18,802 61 75 227,732 90 96 ; 
yg Rene carne! egg brcerewtir > Seiten 739 64 68 91976 94 89 
nin wg ctrl a eS 61,471 68 72 750,299 91 9% 
location. It’s so conveniently lo- iY ee 7,614 70 2&8 75,271 83 94 
cated, you'll be able to walk to ae 1,370 - 85 14,081 95 100 
many of the places on your callin CRD 6c icens 27,978 6 81 328,479. 90 3997 
aE a eae ee oe ie, «....:. 51649 81 73 66431" 93 82 fan. 
Pv cence . i snene) 4,314 68 84 47,738 95 100 am 
subways are right outside the door! om R. Aen 3,371 71 gg 39,450 90 103 Mar. 
Penn. ...... 38,078 63 76 431,737 87 92 § SPT. 
Did we hear someone say time i s seteees yt = B4 ree = en oe 
9 sagt ' . | Sere ,655 4 6; JD ; 
ee br ni eel hon a Tom, .....: 6,312 76 84 73,997 91 97 July 
ee Seer ae eee Fee _ ae 19,506 68 72 236,953 89 88 BF cus 
able to save plenty of both at Utah ....... 3,096 93 125 29,115 108 124 BR Acht 
Hotel Pennsylvania! Bde atena s 1146 69 77 12,550 84 % ct. 
NE as Ste seep it 7,064 66 86 78,632 87 103 
OS Sees 8,961 83° 112 93,900 102 122 
eae 3,268 64 69 43,403 8&8 92 
s . aaa 9,846 70 83 120,130 100 105 
Hotel Pennsylvania Raber 723 64 69 827 7) 
+ — - ______ -C Oo ——-C— an. 
. U. S. Total. $467,814 71% 82% $5,362,536 92% 6% Feb. 
JAMES H. McCABE, General Manager Mar. 
Apr. 
THE STATLER HOTEL IN NEW YORK Year to ae May 
City Data: Month Date City Data: Month Date July 
Boston 76% 93% Los Angeles 70% 103% Aug. 
OPPOSITE PENNSYLVANIA STATION Chicago 69 87 New York 67 93 Sept. 
Cleveland 68 88 Philadelphia 65 88 Oct. 
Detroit 88 94 St. Louis 95 103 
Best's PUBLICATION OFFICE, BOX 1259, ALBANY, N. Y. Entered as Second Class Matter at Post Office at Albany, N. Y. *R 
teseince Mews EDITORIAL AND BUSINESS OFFICES Under Act of March 3, 1879. Subscription Rates: $3.00 Pe 
BEST BUILDING, 75 FULTON STREET. NEW YORK, N. Y. Year in the United States. Publication Date: 1st of the Month. 
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SALES 


€ ac- ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS 
New Paid-For Life Insurance—Not Including Revivals, ’ 


Increases or Dividend Additions—39 United States 
ATE Companies Having 81°/, Total Outstanding Insurance 


























Pe (000 omitted) 19411942 
over ove 
Cos Month 1940 1941 1942 1940 1941 
101% : 
83 Ordinary Insurance 
100 
107 Jan. $404,723 $410,922 $786,518 15% 91.4% 
85 Feb. 397,891 408,953 475711 28 16.3 
106 Mar. 439,506 455,226 418,766 36 -8.0 
105 Apr. 448,548 463,069 368,503 32 -204 
0 May 438,951 458,871 300,413 #45 -215 
87 June 419,750 449,534 366,673 7.1 184 
97 July 437,000 448,433 367,131 26—Cé«= AGA 
95 Aug. 401,648 442,028 *333,981 10.1 ~24.4 
90 Sept. 380,642 440,827 330,574 158  ~-25.0 
j Oct. 446,234 507,145 368,867 13.7 . -273 
107 $4,214,893 $4,485,008 $4,177,137 64% 6.9% 
am Industrial Insurance 
112 7 Jan. $113,111 $126,458 $119,820 118%  -5.2% 
8 Feb. 125,226 136,166 126492 87 71 
100 Mar. 138,545 148.978 140,735 7.5 55 
87 Apr. 135,852 147,462 139,021 85 -5.7 
89 May 141,922 151,391 141,378 6.7 6.6 
36 June 128,231 135,633 129863 58  -43 
8? July 124,192 128,783 112917 37 -123 
102 Aug. 123,110 131,329 112240 67 -145 
97 Sept. 127.974 128,493 111.795 4. 
— Oct. 146,465 148,388 135727. 1.3 85 
~ $1,304,628 $1,383,081 $1,269,988 60% 8.2% 
Re: Group Insurance 
! Jan. $134,507 $35,063 $49,076 -734% 40.0% 
100 Feb. 38,120 43,240 50,231 13.4 16.2 
103 Mar. 37.556 41,992 97826 118 133.0 
92 Apr. 39,800 51,096 124823 284 1443 
108 May 44;869 46,765 87.773 42 87.7 
105 June 48,946 62,977 161,061 287 155.7 
97 July 43,520 82.909 151,344 905 82.5 
aR Aug. 53,757 71.689 83,304 33.4 16.2 
124 Sept. 40.720 130.229 84.799 2198  -349 
0 Oct. 55,244 74,794 78,004 35.4 44 
~ $537,039 $640,754 $968,330 19.3% 51.1% 
92 
105 Total Insurance 
80 
at eS $652,341 $572,443 $955,414 -121% 66.9% 
96% fH Feb. 561,237 588,359 652,434 48 10.9 
Mar. 615,607 646,196 657,327 5.0 17 
Apr. 624,200 661,627 632,347 6.0 -44 
arto May 625,742 657,027 589,564 50 -103 
ate June 596,927 648,144 657,597 8.6 1.5 
ate B July 604,712 660,125 631,391 92 44 
03% Aug. 578,515 645,046  *529525 115 -17.9 
93 Sent. 549,336 699,549 527168 27.3 -246 
- Oct. 647,943 730,327 582,688 127 -202 
= $6,056,560 $6,508,843 $6,415,455 7.5%  -14% 
N. bs * Revised. 
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FOR THE NEW 


Wlage Farnte 


IN THE VAST ARMY of defense workers are many 
men who are earning real money for the first time 
in years and who are now considering Life Insur- 
ance. For most of them Pacific Mutual’s 5-Way 
Plan is the ideal solution. In one “package” they 
can get not only Life Insurance and retirement in- 
come, but also immediate disability protection in 
case of accident, sickness and hospitalization—a 
single, multiple-protection plan, with a single 
company. 

Underwriters find that Pacific Mutual’s 5-Way 
Plan provides a new approach to the rich defense- 
worker market. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY 
A California Corporation 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
Complete Life Insurance Coverage 
Life, Retirement, Accident, Sickness and 5-Way e Participating 
and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms, 


PACIFIC MUTUAL SERVICE SINCE 1868 











WIVES, WIDOWS 
aud 


WAR BONDS 


A Wife and a Widow were cashing in 
War Bonds. 


“My husband is in the hospital,” said 
the Wife.‘‘We need cash to pay the bills.” 


“MY husband died 4 months ago,’ said 
the Widow. “Our money ts gone.” 


Ww 
Both patriotic men failed to make 
their War Bond savings programs 
self-completing—with Life insurance. 








Moral: Tell prospects who build ‘cash 
values” with War Bonds about the 
POLICY WITH A HEART. It is Life in- 
surance with Accident and Sickness— 
in one package for one premium. 


V. H. Jenkins, Vice-President 


OCCIDENTAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 
LOS ANGELES 
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ke A year ago there were in Washington several 


“honorable” representatives of the “illustrious’’ Em- 
peror of Japan still wearing the false faces of peaceful 
men on a creditable mission, lulling us into a sense of 
national security right up to the time they committed 
their felonious assault on our unsuspecting people. As 
a nation we were then making plans for celebrating a 
truly American day—Thanksgiving—and we did observe 
in peaceful, sober style this traditional American holiday. 
We were also looking ahead one short month to the day 
when, together with a few other nations not at war, we 
would celebrate a merry and happy Christmas. Perhaps 
we had forgotten temporarily that peaceful and unarmed 
men often lay themselves open to terrible consequences. 
By Christmas time last year we were not living under 
any delusions, we were not a merry people, nor were we 
peaceful, because we had been thrust into a fight to the 
death to preserve our very lives and our way of life. 
As we approach Thanksgiving and Christmas this year 
we have much for which we should be grateful. We 
and our allies are no longer on the defensive; we are 
forcing the fight in the four quarters of the earth and 
on the Seven Seas, and the future begins to look 
brighter. The period of retreat through which we had 
to pass, because of our relative unpreparedness, and the 
accompanying national anguish, seems to be at an end. 
We are no longer thinking of retreat but of attack, and 
we do not contemplate defeat but victory. Let us then 
press on, all of us, for a speedy and complete victory 
over the evil forces which have had things so much their 
own way that they even have had the effrontery to tell 
us how we should live. Things to come for us may not 
always follow in the footsteps of the good news we have 
been receiving recently, but in time we are bound to 
taste of victory. We can’t all have a happy and merry 
Christmas this year but we can still be grateful that we 
live in a free country, a country worth fighting for. We 
have no right to be rejoiceful yet, but at least we can 
extend our very best wishes to all the boys, and the 
girls too, of the nation who are in the Services, particu- 
larly those who are away from home during this season. 
We are not likely to forget them. We are all striving for 
the same goal—victory—and “Peace on Earth Among 
Men of Good Will,” and this time let’s make it stick. 
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*x*x There are several sources from which aggregate 
figures for the life insurance industry may be obtained. 
We prepare some totals of our own each year, based 
on the statistics appearing in our life insurance publica- 
tions. 1941 was a relatively good year for the life in- 
surance business, the companies reporting increased 
ratios of surplus to insurance in force and a lower claim 
ratio. The total figures for assets, insurance in force, 
etc., and the changes therein, with other interesting 
ratios, are included in the article “Life Aggregates” 
starting on page 11. 


**x* It would not be amiss, in our opinion, if home 
office agency executives carefully studied the possibilities 
of expanding or improving their agency organizations 
in these times, when so many men are being lost to the 
national war effort and agency reorganizations are fre- 
quent, through the expedient of establishing a life in- 
surance department in a going general insurance office. 
Dwight G. Johnson, well-known producer of Philadel- 
phia, and Vice President of Herkness, Peyton, Bishop, 
Inc., has done such a job and in a very successful way. 
His article “Life Insurance in a General Office” appears 
on page 15. 

**x* “And the money I would like to put aside as an 
educational fund for my own children must be paid to 
support my wife’s parents. If her ‘old man’ had saved 
some money while he was making it, they wouldn’t be 
in such straits today.”” With this reference as an intro- 
duction, Francis J. O’Brien, Director of Sales Promotion 
of the Franklin Life, opens an article on “Selling Retire- 
ment Income” on page 23. This is one of the best reviews 
of this subject we have come across. 


wk The “Legal Spotlight” by Oscar D. Brundidge, of 
the firm of Chrestman, Brundidge, Fountain, Elliott & 
Bateman, Dallas, Texas, comes to us again with three 
recent legal decisions—Insurable interest of putative 
wife in life of husband; the effect of fraudulent repre- 
sentation on applications and conditional receipts making 
insurance effective as of date of application; and a re- 
view of a Double Indemnity case where the extra benefit 
was recoverable for death caused by sulfapyridine given 
to a policyholder allergic to this drug. See page 31. 


xxx The Revenue Act of 1942 is reviewed from the 
sales angle by the Equitable Life Assurance Society of 
New York (see page 38) ; and our own interpretation 
of the effect of the Victory Tax in considering the credit 
back for premiums paid on life insurance, which may be 
used in conjunction as a sales argument (page 36). 


xxx The Billion Dollar Club represents a listing of all 
United States corporations which have a billion dollars 
or more of assets. These statistics, reprinted through 
the courtesy of the United Press, lists eight life insur- 
ance companies—page 37. 
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As we at home sweat and scrimp and save — as we pay taxes, pay off 
debts, and buy War Bonds, we are not only doing what we must do 
to win the war, but we are helping to make America after the war a 
stronger nation, a better place for soldiers to come home to. 

We are toughening body and spirit — and that is a good and 
wholesome thing. At the same time we are creating solvent families — 
families that stand on their own feet financially — families better pre- 
pared to do whatever must be done in tomorrow’s unknown world, 

This is the silver lining behind the gathering cloud of sacrifice 
and self-denial. It is something a life insurance company can con- 
template with special satisfaction . . . for the financial independence 
of the family, whether or not the breadwinner lives out his normal span, 
has always been the prime objective of our business. 
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How to plan your life insurance 
in time of war 


Right after Pearl Harbor, this com- 
pany suggested the following procedure 
to life insurance buyers: 

“.... instead of the so-called invest- 
ment policy with high cash accumula- 
tions, we recommend that when you 
buy additional new insurance you buy 
low-premium policies with smaller 
accumulations, stressing life-long 
protection against death. There will 
be a difference in premium cost. Put 
that difference into War Bonds.” 

This advice seemed good then, and it 
seems good today. 

The NWNL agent has an extra incen- 
tive for giving you the unbiased counsel 
you need especially today, when life in- 
surance dollars must do a bigger job 
than ever; he is paid not primarily for 
his new sales, but for the quality of bis 
service to policyholders, as indicated by 
their persistence in keeping in force the 
insurance he has sold them. 
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393 Seventh Ave., New York, N. Y. 


The American Way of Work 


makes possible that bigger thing we prize so highly—the American Way 


of Life. Without the one we could not have the other. 


The American Way of Work had an early start. It began with the very 
first settlers of our country. When Captain John Smith established that 
first colony at Jamestown, Va., in 1607, he handed out the edict that he 
who would eat must work. Work has developed America and made it 
the land we love. The energy, enterprise, determination, skill and resource- 
fulness of our forefathers have become national traits, a vital part of our 
people. Today the might of America at work is being demonstrated as 
never before. Americans are self-starters, go-getters. They are self- 
reliant and believe that God helps those who help themselves. They cherish 
the Four Freedoms and are fighting for them. They also prize still another 


freedom—freedom of endeavor. 


Our life underwriters, exemplifying the American Way of Work, have 
erected a 1|30-Billion-Dollar bulwark of insurance protection. This year they 
will add several billions to that bulwark, and by their efforts they are help- 
ing to assure the American Way of Life by indirectly contributing to the 
War Chest. Let us give it full scope for action, this American Way of 


Work, and thus perpetuate the American Way of Life. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY of the UNITED STATES 





Thomas |. Parkinson, President 


























BEST'S LIFE NEWS 


H! 
M 


tion de 
statisti 
omme! 
ratios 
of the 
we ha 
than f 
year | 
value. 
For 
eratin 
they 1 
the It 
show 
the U 
but a 
nies 1 
the o 
sidera 
there 
becau 
been | 


It 
of «x 
mend 
obvic 
prese 
to th 
menc 
$3,3¢ 
insur 
not ¢ 
of tl 
grea’ 
that 
volu 
incr¢ 
$2.2. 
ak yn 

T 
one 
the 
“Tec 
£3 ) 
incl 
the 

I; 
the 
sury 


DE< 








HI 








gories have been taken from our own publications. 
Many of our readers will be familiar with the sec- 
tion devoted to “recommended companies” because these 
statistics are already included in “Best’s Chart of Rec- 


Te accompanying total figures in different cate- 


ommended Life Insurance Companies,” but certain 
ratios interpreting the figures have been added because 
of their general interest. For this group of companies 
we have broken down the results in much more detail 
than for the other illustrations and the statistics for the 
year 1940 have been included for their comparative 
value. 

For the total figures of legal reserve companies op- 
erating in the United States, we wish to point out that 
they include a considerable amount of business done by 
the 10 Canadian companies which operate here. We 
show separate totals for these companies and totals for 
the United States alone with the Canadians deducted, 
but a large part of the business of the Canadian compa- 
nies is actually in force in the United States; and, on 
the other hand, United States companies have a con- 
siderable volume of business in force in Canada. Also, 
there is some duplication of figures on business “written” 
because of inter-company reinsurance, which has not 
been deducted in our figures. 


A Good Year 


It will be noted that approximately the same number 
of companies are included this year in the “recom- 
mended” group as appeared in the 1940 illustration. It is 
obvious that the life insurance business on the statistics 
presented had a good year in 1941. Attention is called 
to the fact that for all companies, including “recom- 
mended,” the new writings in 1941 were approximately 
$3,300,000,000 higher than in the preceding year. Total 
insurance in force increased $7,600,000,000, reflecting 
not only larger writings but also a greater persistency 
of the business, as voluntary terminations have shown 
great improvement during recent years. One other item 
that enters into this comparison deals with the large 
volumes of Group insurance written, resulting in an 
increase in Group insurance in force in all companies of 
$2,250,000,000 to a total of $18,500,000,000 for 1941 
alone—certainly a banner year for group insurance. 

The figures are presented in two sections, the first 
one dealing with “recommended companies” only and 
the second is divided into five classifications: (1) The 
“recommended” companies; (2) all other companies ; 
(3) total companies ; (4) Canadian companies (already 
included in the three preceding classifications ; and (5) 
the United States totals less than Canadian. 

In the “recommended” section, the ratios indicate that 
the life insurance companies are still strengthening their 
surplus positions in relation to assets and also insurance 
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in force, continuing a trend which has been present for 
some years ; the rate per thousand of insurance in force 
being up from $15.06 to $15.20 (this rate was $11.68 
for 1931 and $14.68 for 1936). The 1941 rate is a 
commendable increase in itself but in connection there- 
with the very large increase in insurance in force should 
also be considered as such a condition reduces the ratio. 
The continued improvement in mortality is shown in the 
ratio of death claims to the net reserve, this having 
dropped from 3.81% to 3.71% in 1941—it was 3.96% 
for 1939. 


Reserves Per M in Force 


The ratio of net reserve per $1,000 insurance in force 
decreased from approximately $219 to $214 but an ex- 
planation is necessary since a trend is not obvious from 
these statistics. In recent years the life insurance com- 
panies have been writing less and less of the so-called 
“investment” contracts and annuities which call for high 
reserves. Some of these contracts had no insurance fea- 
ture at all, such as straight annuities, but the large re- 
serves were included in the reserve total and affected the 
ratio on an average basis. In addition to this the large 
increase in group insurance in force has a further effect 
because while the insurance volume is present the re- 
serves are only nominal. And, of course, for a third 
fact, better persistency of business increases the insur- 
ance in force and on this account such a ratio has a 
slight tendency to decline, depending on the type of 
policies involved in the totals—at all times it is subject 
to some fluctuation. 





Recommended Companies Only 


(000 omitted) 
Year Ended Dec. 31 


1941 1940 

No. of Companies ....... 188 Cos. 187 Cos. 
Admitted Assets ......... $34,106,494 $32,112,425 
NE 5206 bond Kkh ae aows 153,383 147,610 
PR da Seadidse na twaes 1,776,773 1,660,642 
ree reer 27,212,828 26,299,821 
IN 5 oa ges a heb 6,348,673 6,090,963 
Total Disbursements ..... 4,441,421 4,509,943 
Total Paid Policyholders . . 2,709,520 2,842,892 
oo Be” Gere 1,010,597 1,001,587 
Di. WR nc co ¥ weeds 16,599,627 13,629,218 
Wi; SS Sa ok cca koa 127,018,622 120,108,743 
Ratios : 
Capital, Surplus to Assets. 5.7% 5.6% 
Ditto per M of Ins. in Force $15.20 $15.06 
Death Claims to Net Res. .. 3.71% 3.81% 
Net Reserve per M Ins. in 

POE bic adaa cts wee $214.24 $218.97 

(Continued on next page) 
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IN OUR AGENTS’ 
HANDS 10 DAYS AFTER 
THE BILL WAS PASSED! 


Here’s an example of how 
Union Central’s Home Office 
plans its sales aids to dovetail 
100% with the agents’ personal 
selling. This carefully compiled, 
accurate booklet on Inheritance 
and Estate Taxes, has been com- 
pletely revised to include the 
very latest U. S. tax rulings. 
U. C. men are using it success- 
fully as a means of highly ef- 
fective circularization 


The UNION CENTRAL LIFE 
INSURANCE CO. 


CINCINNATI, OHIO 





LIFE AGGREGATES—Continued 


Total Figures—All Companies 


Year Ended 
1941 1940 
(millions) (millions) 
Recommended Companies : 

IN ikke aces os 500 188 Cos. 187 Cos 
Na a ee $34,106 $32,112 
eS eae 16,600 13,629 
Oe A 127,019 120,109 
ee Re IOs ss sc cs 121 Cos. 116 Cos. 
LO le ee $663 $577 
aes, Written .......... 1,380 1,090 
Ins. in Force .......... 4,319 3,583 
Totals—No. Reporting ... 309 Cos. 303 Cos 
ES A $34,769 $32,689 
Ins. Written .......... 17,980 14,719 
SOAS WF OrCe cs... ..... 131,338 123.692 
Canadian—No. .......... 10 Cos. 10 Cos. 
I or bik ‘htc sah nde $2,090 $1,99] 
BU, WEED 6k cc scen 699 597 
Ins. in Force .......... 6,470 6,346 

U. S. Totals (less Canadian) : 
No. Reporting ......... 299 Cos. 293 Cos 
pO ere $32,679 $30,698 
a 17,281 14,122 
Oe ae 124,868 117,346 


CANADIAN BONDS 


N BEHALF of their four million policyholders, 
life insurance companies operating in Canada 
invested over $150,000,000 in the Third Victory 
Loan—15% of the record billion dollar total. ; 

“Total war loan investments of life companies have 
exceeded $450,000,000,” according to Mr. J.-G. Parker, 
President of the Canadian Life Insurance Officers As- 
sociation. “Translated into everyday dollars and cents, 
this means that on the average each Canadian policy- 
holder has premium savings of over $112 invested in 
Victory, in addition to whatever individual investment 
each man or woman may have made in war savings. 

“In the two Victory Loans this year,” he continued, 
“life companies, reflecting the will to win of their policy- 
holders, have invested over $290,000,000, a sum that 
will exceed the companies’ total income from Canadian 
policyholders during the whole of 1942 by over 16 per 
cent.” ; 

Not only have the life insurance companies made such 
splendid contributions to war finance on policyholders’ 
account, but life insurance salesmen have canvassed 
Canada from coast to coast on Victory Loan drives. 
“In this last loan, as in the two previous Victory Loans,” 
Mr. Parker continued, “the life insurance companies 
made their entire sales forces available to the Govern- 
ment and these life underwriters have been instrumental 
in a large way in assuring the success of these cam- 
paigns.” 
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AUL F. JONES, Director of Insurance of Illinois, 

has just promulgated a series of creditable rules and 
regulations, effective December 31, 1942, governing the 
type of Family Group Life Insurance policy forms that 
will receive the approval of the Department of Insur- 
ance for issuance in Illinois. Mr. Jones is to be com- 
mended for his forthright action in placing regulations 
on this type of insurance as issued by certain companies 
since it has been the subject of much criticism as a re- 
sult of complaints concerning restrictive benefits and 
the manner in which claims were being settled. An edi- 
torial on page 11 of Best’s November Ist Life News 
exposed the many prohibitory provisions in these poli- 
cies. 


Four Points Considered 


In issuing these rules the Illinois Insurance Depart- 
ment gave consideration to (1) the effect upon the in- 
suring public of the sale of Family Group Life insur- 
ance and the use of policy forms and application blanks 
in connection therewith ; (2) the advertising and solicit- 
ing practices of companies writing Family Group Life 
insurance in Illinois ; (3) the practice of such companies 
in connection with the settlement of claims; (4) the 
terminology of Family Group Life insurance contracts. 
Following careful study and investigation of the prob- 
lems concerned, the Illinois Insurance Department 
states : 

“Many such policy forms and applications now in 

use in the sale of Family Group Life insurance poli- 

cies in the state of Illinois contain inconsistent, am- 
biguous or misleading clauses, or contain exceptions 
or conditions that unreasonably or deceptively affect 

a risk purported to be assumed in the general coverage 

of the policy.” 

In view of the foregoing the Illinois Insurance De- 
partment, effective December 31, 1942, has issued the 
following rules and regulations pertaining to Family 
Group Life insurance policy forms: 

If any Family Group Life insurance policy forms, 
which do not conform to the foregoing rules and regu- 


BEST'S LIFE PUBLICATIONS 


—1942 EDITIONS— 
BEST'S LIFE INSURANCE REPORTS 
BEST'S ILLUSTRATIONS 
BEST'S CHART OF RECOMMENDED 
LIFE INSURANCE COMPANIES 


The Most Complete, Reliable and 
Valuable Information Obtainable 


ALFRED M. BEST COMPANY, INC. 
75 FULTON ST., NEW YORK, N. Y. 
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lations and the Insurance Code of Illinois, have for- 
merly received approval, said approval is withdrawn by 
the Department and all such forms, certificates, riders, 
endorsements and application blanks shall thereafter 
conform in substance to the Insurance Code and the 
rules and regulations mentioned above. 

(1) If death caused by any disease is to be excluded 
from the coverage within the contestable period of the 
policy, each such cause of death so excluded shall not 
be named by general class, but be named specifically and 
individually by its accepted medical designation. All 
such exclusion clauses shall appear in the Insuring 
Clause on the first page of the policy and shall be 
printed in type having the same prominence as that used 
in the remainder of the policy. 

(2) The exact amount of insurance on the life of 
each individual member of the family group shall be 
clearly stated on the first page of the policy in figures 
appearing opposite, or below, the name of each insured 
member of the family group, together with the amount 
of premium charged for the insurance on each individual 
within the group. 

(3) No policy form shall require the use of any 
process of division or confusing method of calculation 
in order to determine the amount of insurance in force 
on an insured member. 

(4) No policy form shall contain any reference to an 
amount of insurance greater than that to be actually 
paid on account of the death of any one person in the 
group. 


Individual Applications 


(5) Each person included as an insured member of a 
family group shall execute an individual application, 
duly witnessed, in which the amount of insurance on 
the insured member is specified and the beneficiary 
named—except that a parent or legal guardian may 
execute an application on behalf of a child under the 
age of fifteen (15) years. 

(6) Application blanks for family group life insur- 
ance policies shall be composed of questions by the com- 
pany in the form of clear and direct interrogatories per- 
mitting answers by the applicant only in the form of 
direct statements of known facts. 

(7) These rules and regulations may be revoked, 
altered, amended, modified or supplemented at any time 
hereafter, provided however, that companies affected 
shall have reasonable opportunity to make such changes 
in then existing policy forms and application blanks as 
may be necessary. 

(8) The foregoing rules and regulations are separate 
and severable. If any provision thereof or the applica- 
tion of such provision to any company, persons or cir- 
cumstances shall be held invalid, the remainder of such 
rules and regulations and the application of such pro- 
vision to companies, persons or circumstances other than 
those as to which it is held invalid, shall not be affected 
thereby. 





FYERY year about this time (Boy! Is that a 
beginning! Sounds like a torch ballad, 
doesn't it?) we emulate the political, finan- 
cial and prophetic wizards by going into a 
huddle with ourselves and reviewing the past 
year's contents of this column. You know— 
the good old "looking-at-the-record” and 
"I-told-you-so" malarky. If you're still read- 
ing our stuff, you must like it, so—here goes. 

Around January Ist we pledged to keep 
the column sufficiently diversified and dis- 
tinctly on the lighter side. Giving ‘the 
record a look’ we find we stuck to the diver- 
sified angle pretty well but, as for amusing 
you—well, you're the only one who can write 
that ticket. This month marked the 37th 
consecutive time we usurped a spot in your 
NEWS so we hope we've made you grin a 
few times. 


FROM JANUARY... 


But, let's get back to the “record.” A 
couple of the columns were devoted to two 
new Best Services that were added to our 
list to fill definite needs of the insurance fra- 
ternity—Best's Accident & Health Buyers’ 
Guide and Best's Special Agents Bulletins. 
Both are doing nicely and—we were right, 
they were needed—or our sales and subscrip- 
tion records are playing us an awful dirty 
trick. 

Another pair of columns were given to 
the theme of "“what-this-month-is-famous-for" 
and we stupefied ourselves when we began 
digging back into history for the necessary 
data to fill those stints. In June we waxed 
eloquent on the power of the printed word 
and in July presented some little-known facts 
about the Statue of Liberty. 


. . - TO DECEMBER 


We also showed our concern for the state 
of your health. The August column cribbed a 
flock of how-to-be-healthy-though-vacation- 
ing hints from our Safety Engineering maga- 
zine and the September issue gave with the 
facts on the Institute of Life Insurance's 
“Keep Well Crusade." Remember? (1!) 
Eat right; (2) Get your rest; (3) See your 
doctor once a year; (4) Keep clean; (5) 
Play some each day. 

The other two columns? Well, one enumer- 
ated the whys and wherefores of war-time ad- 
vertising and the other reported on the hard- 
to-beat 1942 annual meeting of the Insurance 
Advertising Conference. Now, with the 
above, we round out another series of col- 
umns and—our own “look at the record." 
But—before we run out of space—a very 
Merry Christmas and a happier New Year 
to alll! 


14 












“Not only a firebug, Sergeani—he uses GASOLINE.” 
— Drawn for Division of information, O. EB. M. 
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ASSOCIATION OF LIFE AGENCY OFFICERS 


Report of Replacement Committee 


O THE 94 companies in the 

Signatory group the Committee 
recently made its twelfth annual 
report. Seventy-four of the compa- 
nies made complete reports and it is 
noted from the consolidated figures 
that by both volume and cases there 
are substantial declines, which in- 
dicate that the Replacement plan is 
working with increasingly good re- 
sults. The number of cases in which 
opportunities were offered to other 
companies in the Signatory group to 
conserve their business decreased by 
more than 50% in 1942, and the 
volume decreased by 25%. Reports 
to and from Non-Signatory compa- 


nies show a decline of 50% in the 
number of cases and about 30% in 
the volume. The average number of 
cases offered for conservation by 
Signatory companies to other com- 
panies in the first eight months of 
1942 was 11.3. 

The Replacement plan is given the 
major share of credit for the good 
results achieved in the field of re- 
placement. It should also be noted 
that an increasing number of com- 
panies have reported that they had 
no cases at all to report, either as 
outgoing or incoming opportunities 
to conserve business. 
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an advantage to a general in- 

surance office not merely as an 
obvious source of profit but also as a 
means of adding contacts and of 
strengthening relations with existing 
customers through an important and 
personal type of insurance service. 
Likewise, the association with a fire 
and casualty insurance organization 
offers wide opportunities to a life 
underwriter for expanding his clien- 
tele and in broadening his service to 
policyholders, 

An individual whose general in- 
surance premiums are small may be 
a buyer of large amounts of life in- 
surance. On the other hand, a man 
to whom only a moderate life insur- 
ance program can be sold may con- 
trol a big line of general insurance. 

The realization of these facts, 
which leads to the establishment of a 
life branch by a general insurance 
office or the seeking of such a con- 
nection by a life underwriter, de- 
velops generally through two phases : 
reciprocal and part time. 


: LIFE Insurance Department is 


Reciprocal Basis 


For a while a reciprocal basis, i.e. 
the reference of prospects with mu- 
tual recommendations seems satis- 
factory. Each gets his own insur- 
ance at “net” from the other but 
beyond that arrangement there is no 
division of or accounting for com- 
missions. This gentlemen’s agree- 
ment later, because of need for co- 
operation beyond an introduction on 
some case or on account of the size 
of the line, appears inadequate and 
commissions are split. 


Part Time Basis 


From that “special deal” the step 
to a connection on a part time basis, 
the second phase, is almost certain. 
Although the life underwriter may 
occupy a desk in the quarters of the 
general insurance organization, he 
usually retains his identification with 
the Company or general agency with 
which he has been associated. Joint 
calls or interviews on appointments 
are the accepted methods of oper- 
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GENERAL OFFICE 


ation, however, the life underwriter 
may be given access to the files of the 
office and be allowed to solicit at his 
discretion. 

For this list of prospects and the 
prestige of the office the life agent 
exchanges his sales ability and tech- 
nical knowledge. First year com- 
missions are divided, not necessarily 
equally, and renewal commissions 
may be assigned, wholly or partly, 
or may be retained entirely by the 
life agent. 





From special deal to full time 


The general office under such an 
arrangement is profiting by the use 
of otherwise non-productive leads in 
its files and is gaining stronger ties 
with some of its customers. It is to 
be appreciated, however, that the life 
underwriter will be active only when 
he has no hot prospects of his own 
to work on and only with those cus- 
tomers of the office-whom he feels 
offer better than average possibilities. 

When the cream is gone the life 
underwriter is likely to move to an- 
other office under like conditions as 
he rarely regards such affiliation as 
permanent. The general office then 


by DWIGHT G. JOHNSON, 


Vice-President 
Herkness-Peyton-Bishop, Inc. 
Philadelphia, Pa. 


forgets life insurance, tries to func- 
tion with the free services of an 
assistant manager provided by a 
company or general agency catering 
to brokers or decides to create a 
regular Life Insurance Department 
on a full time basis. Sometimes a 
general office avoids the part time 
phase as described, the office doing 
some life insurance business on a 
brokerage basis, which is the equiva- 
lent background, and establishes a 
full time department at once. 


Full Time Basis 


For the operator or partners of a 
general insurance office to establish 
a full time Life Insurance Depart- 
ment, the first consideration is the 
selection of an experienced life 
underwriter whose personality, repu- 
tation, business attitude, ability and 
social position will match the stand- 
ards of the office. Likewise, the life 
agent to form such a connection will 
wish to make certain of the financial 
position, integrity, customer accept- 
ance, nature of accounts and cooper- 
ative spirit of the office. Satisfaction 
on these points being mutually as- 
sured, the future associates must 
decide the status, fields and methods 
of operation and the division of 
ownership and. profits of the Life 
Insurance Department. 

The Life Insurance Department 
can function as an agent, a broker 
or as a general agent or company 
branch, possibly with renewal pre- 
mium collection responsibilities. 

If acting as an agent, the depart- 
ment may expect the Company or 
general agency with which it con- 
tracts to pay a subsidy to cover ex- 
penses since it occupies its own 

(Continued on next page) 
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Life Insurance—Continued 


quarters and furnishes its own staff. 
This allowance may be a fixed sum, 
usually to defray part or all of the 
salary of the department manager, 
an excess commission scale or a 
bonus for volume. (The writer is 
familiar with many such arrange- 
ments negotiated recently and knows 
of others of twenty years’ standing. ) 
Under a contract of this nature it is 
essential for the office to avoid any 
charging of allowances for operation 
of the department against its com- 
missions by the company or general 
agent as well as any requirement of 
exclusive representation. The office 
also should be sure its renewal com- 
missions are vested and, if with a 
general agent, that the Company 
guarantees the contract. 


As a Broker 


Instead of a definite contractual 
relation with a Company the depart- 
ment may do business with many 
companies or general agencies in 
order to give its clients the advan- 
tages of policies most suitable to 
individual needs or the lowest cost 
depending on form, age, etc. As a 


broker, the department may be ac- 
tually independent of any Company 
or only ostensibly so, having pre- 
ferred channels for the submission 
of business. 


Professional reputation with cli- 
ents may be enhanced and occasional 
sales may develop because of this 
status instead of being known as an 
agent, which will offset the loss of 
income noted above as available to 
the department as an agent. Also it 
is to be observed that without con- 
centration of business service to 
clients may suffer. 

For substandard and surplus lines, 
of course, the department will expect 
to act as broker even though its 
status is regularly that of an agent. 


As a General Agent 


There is no difference in treatment 
of clients functioning as an agent or 
as a general agent or company 
branch. A greater guarantee of 
service, however, can be given as all 
local facilities will be controlled by 
the department and presumably its 
influence with the company will be 
greater than if exercised indirectly. 

A general agent receives a higher 





scale of commission than an agent 
and usually is granted an expense 
allowance either for promotion pred- 
icated costs and anticipated results 
or for operations related to volume 
in force, gain or the persistency of 
business. For this higher scale of 
compensation and allowances the 
general agent must produce a satis- 
factory volume of business for the 
Company and usually is required to 
supervise territory, 1.e. appoint and 
assist agents and cultivate brokers. 
With most companies a gencral 
agent is expected to maintain a 
cashier to handle renewal premiums, 
This is an advantage in giving serv- 
ice to clients and in keeping contacts 


alive. For this activity the general’ 


agent receives a collection fee, ordi- 
narily as long as the business re- 
mains in force. 

These obligations and _ responsi- 
bilities ought to be thoroughly 
considered before the department 
attempts to operate as a general 
agency. If agents and brokers are 
developed, aside from those already 
associated with the office, the over- 
writing commissions and collection 
fees may be substantial. If the pri- 
mary purpose for the establishment 








Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Sup’t. of Agencies 


















NATIONAL LIFE 


Insurance Company..Montelair, N. J. 


Proof of Progress 


We quote from the 1942 edition of Best's 
Life Insurance Reports: 


“The company (Bankers National Life) has 
been most ably managed in the interests of 
its policyholders, and the results achieved are 
well above the average for the business. In 
our opinion it has more than ample margins 
for contingencies.” 
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of the department, however, is to 
exploit existing clientele, including 
that of office brokers, and to attract 
new general insurance customers 
through life sales, it must be under- 
stood that the time of the department 
manager which can be dewoted to 
territorial activities as a general 
agent will be limited and no great 
results can be expected either by the 
office or by the Company. 


Field of Operations 


Regardless of status—agent, bro- 
ker or general agent—the depart- 
ment’s main duty will be to serve all 
present customers in an advisory 
capacity with regard to life insur- 
ance. Of the greatest importance is 
the obligation of the department at 
all times to subject its interests to 
those of the office. Never should the 
department in its anxiety for a sale 
proceed independently or disturb any 
routine. If any pressure is to be 
exerted to close business, it must 
come from the originator of the con- 
tact or in his presence. 

This does not mean that only joint 
or supervised contacts are possible. 
The department should proceed with 
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confidence built on consultations 
with the person in the office who has 
the contact with the customer to be 
approached. Nothing could be more 
fruitless than soliciting life insur- 
ance from a delinquent account. 
Hardly anything could be more em- 
barrassing than to call while a fire or 
casualty claim was in dispute. Mis- 
takes in timing, if not causing a loss 
of business, certainly mean wasted 
effort. 

Naturally the experienced life 
underwriter has a following from 
which general insurance lines ought 
to be acquired by the office. Also, 
the department manager will have 
his own ways of finding new pros- 
pects and getting their patronage. 
Doing so is a duty hardly secondary 
to serving the old clients of the office. 
These activities should be pursued 
diligently and merged with similar 
efforts of the office. The manager 
must not allow his department to be- 
come a parasite but must be con- 
stantly on the alert to support it and 
the office. 

If the office has several brokers 
associated with it, the manager of 
the department will have to con- 
duct educational courses and devise 


means of stimulating the interest of 
those producers in life insurance 
sales. If the department is working 
as an agent or broker, commissions 
will have to be divided ; if as a gen- 
eral agent, commissions will be paid 
the producers on a standard scale or 
in accordance with office rules. 

Likewise, over-the-counter busi- 
ness can be accepted by the life in- 
surance department, if it has general 
agency status, in much the same 
manner as the office receives other 
lines except in so far as settlement 
rules of the life insurance company 
may vary from practices of the office 
or its companies, 


Department Compensation 


Broker’s and agent’s contracts 
provide for the payment of renewal 
commissions for a period of several 
years by life insurance companies. 
In the case of general agent, re- 
newals may run for a longer period 
and, as previously noted, collection 
fees are paid in addition to renewal 
commissions. There is a definite and 
often great property value involved 
in renewals payable under an agency 
contract. The ownership of renewals 

(Continued on next page) 
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Life Insurance—Continued 

or shares therein consequently must 
be determined when a life insurance 
department is created. 

The office may hold title to all 
renewals. Generally this seems the 
proper procedure for regardless of 
the form of his compensation, the 
manager of the department is an em- 
ployee of the office. Certainly if the 
manager is on a straight salary basis 
there is no reason for any other con- 
dition. Very few life men, however, 
would take the job for a salary only. 

If the manager is on a commission 
basis he might hold title to the 
renewals but this condition would 
hardly be agreeable to the office. 
Under these circumstances the re- 
newals presumably would be divided, 
whoever holds title assigning part of 
his interest in the renewals. The 
division need not be on the same 
shares as that of the first year 
commission. If the manager has a 
drawing account, his share of the 
renewals as well as first year com- 
missions may secure the office on its 
advances. 

On a profit sharing basis, which is 


Annual Production 
Premium 


Commission 


($1,000,000 in force) 


Total Income 6th Year 
xpenses 


PENG 6 vcicingnawdesocsicesodese 


Rent 
Clerical 


NG NOUN, GEES oo vic cakweccciesecaes 


RE = pa aT 
Earnings to be divided ................. 


a More prominent space required. 
b Part time secretary. 
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the generally accepted plan, the man- 
ager will receive a salary and after 
all expenses of the department’s 
operation, including his salary and 
commissions paid any producers 
(possibly the manager gets commis- 
sions on his personal clients) some 
division of the balance of the earn- 
ings is made. Here again there 
seems to be every reason for the 
office owning the renewals. 

After termination of his services 
the manager, of course, may have an 
interest in the renewals on business 
done during his tenure of office for 
many years and he may be justified 
in requiring assignments of such 
payments being filed with the com- 
panies unless a lump sum settlement 
is made between the office and him. 

In the compensation of the office, 
i.e. the operator or partners, and the 
manager for individual production, a 
regular agent’s commission or some 
portion may be paid. The whole 
question may be eliminated, how- 
ever, through the pooling of all 
commissions on direct business, re- 
gardless of origin or the extent of 
cooperative efforts to obtain it. 














Broker Agent General Agent 
$300,000 $300,000 $300,000 
8,100 8,100 8,100 
4,050 4,455 5,265 
0 300 900 
1,350 1350 2,025 
5,400 6,105 8,190 
3,000 3,000 3,000 

360 360 480a 

420b 420b 1,200 
300 300 450 
4,080 4,080 5,130 
1,320 2,025 3,060 


Operating in larger cities the table given below is an example of average results 


from direct production. 
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Broker Agent General Agent 
$600,000 : ,000 
16,200 16,200 16,200 
8,100 8,910 10,530 
0 600 1,500 
2,700 2,700 4,050 
10,800 12,210 16,080 
4,800 4,800 5,200 
480 480 720 
900 900 1,500 
450 450 600 
6,630 6,630 8,020 

4,170 5,580 





Probably this is the only way to 
escape arguments ; the division of the 
department’s profits, if other than 
equal between the office and man- 
ager, should take care of any differ- 
ence in contributed efforts or other 
factors. Except under peculiar con- 
ditions the division of profits and the 
shares in ownership of renewals 
should be alike because renewals are 
only the extension of rewards al- 
ready distributed. 

Expenses of operation correctly 
include an allocation of rent, tele- 
phone charges incurred, including a 
share of switchboard costs, postage, 
stationery and supplies used, salaries 
of manager and clerical staff of the 
department, fees and taxes, depreci- 
ation of equipment and commissions 
paid producers. The total expenses 
deducted from total income received, 
i.e. commissions and renewals, over- 
writing ‘and collection fees, if any, 
and subsidy, if allowed, gives the 
profit to be divided. 

Operating in a city of 50,000 or 
less, the table given below is illus- 
trative of reasonable anticipations on 
direct production. In this and other 
tables the premiums are calculated at 
$27 per $1,000, broker’s commission 
is fixed at 50%, agent’s at 55% and 
general agent’s at 65%, all of which 
are probably as high as may be 
found. Presumably in a town or 
small city the department would 
function as a general agency for 
some company. Expenses would be 
higher m a larger city. Only direct 
business is used in these figures. 

If a greater volume is to be pro- 
duced, except under unusual condi- 
tions, probably a general agency is 
the only practical status. Assuming 
an agency does $600,000 direct busi- 
ness and obtains $900,000 from 
agents and brokers, its results are 
illustrated below. 


Direct Production, commissions $10,530 


General Agency, overwriting ... 2,430 
. P. Renewals after 5 years .. 2,700 
($2,000,000 in force) 

G. A. Renewal Overwriting .... 2,005 
($3,000,000 in force) 

EY iva tn sckadonbsvenwasaas 2,400 

DN SOND 5 rida hi esieeess $20,065 
Expenses 

Manager's Salary. .....40...000: 6,000 

a Pe re 1,500 

BEAL: os cadeat alias aaceasals 2,400 

Miscellaneous & Travel ........ 1,500 

S| RR ee err ree 11,400 

Earnings to be divided ......... 8,665 


(Continued on page 20) 
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DECEMBER, 1942 


This is the time for self-appraisal 
... time to evaluate your out- 
look for future success .. . time, 
perhaps, to start building your 
own agency! 

Such an opportunity is being 
offered to qualified applicants— 
in a number of choice locations 
—by a nationally-known, old- 
line legal reserve company with 
more than a half-billion of Life, 
Accident & Health, and Group 


Insurance in force. 


Consideration will be given 


UNusual” gives way fo a victorious 
“business as usual,” be ready to 
cash in on the new opportunities in 
life insurance selling. 


BUILD YOUR OWN AGENCY 
IN 1943 


When today’s wartime “business as 


only to “family” men between 


the ages of 35 and 50—preferably 
with children—who can present 
evidence of satisfactory personal 
production. 

In your letter of application, 
please give a complete history of 
experience, age, family status, 
and paid volume record for past 
two years. 

Opportunity is knocking at 
your door— perhaps the very one 
you've been waiting for. Write 


today. 


AGENCY-BUILDING OPPORTUNITIES ARE OFFERED 
IN THE FOLLOWING LOCATIONS: 
MICHIGAN: Detroit « INDIANA: Indianapolis, Evansville 


OHIO: Cleveland, Toledo, Cincinnati, Akron, Dayton 
PENNSYLVANIA: Philadelphia, Erie, Harrisburg 
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Life Insurance—Continued 
Initial Operation 


It is to be noted in all examples 
the first year commissions exceed ex- 
penses. It is to be appreciated, how- 
ever, that production will not be the 
same each year; also expenses of 
organization may be heavier the first 
year or production may be lower. It 
will not be surprising, therefore, if 
the department goes in the red for 
two or three years, only breaking 


even by the fourth or fifth year. No 
office should contemplate opening a 
Life Insurance Department unless 
willing to meet that situation. No 
life underwriter should deceive him- 
self as to immediate gains over what 
he might do on his own. With mu- 
tual confidence, persistent efforts and 
sufficient time, however, a combina- 
tion of a well trained underwriter 
and a good general insurance office 
ought to produce profits satisfactory 
to both. 





RETIREMENT INCOME PLANS—AGES 55, 60 OR 65 » SUBSTANDARD ¢ SALARY SAVINGS PLAN « 





JUVENILE INSURANCE + ANNUITIES + BERKSHIRE BENEFACTOR 


A NEW YEAR’S 
REMINDER THAT... 


The Berkshire Life Insurance 
Company stands among the lead- 
ing companies in the wide variety 
and broad diversity of its policy 
contracts and plans of insurance 


ADULT AND JUVENILE 


A Plan for Every Desire 
A Policy for Every Need 
A Premium for Every Budget 


““ Berkshire 


LIFE INSURANCE COMPANY 


Incorporated 1851 


PITTSFIELD, MASSACHUSETTS 
HARRISON L. AMBER. President 


~ MONTALY INCOME CONTINUATION POLICY. 
10, 15, 20, 25, 30, 35, 40 YEARS AND TO AGES 65 AND 70 


GENERAL 
AGENT 


$9 ONY 09 .1LV dN-010d 3417 + $9 39U OL WHUAL* NYId NOILIZLOUd ATIWNYS « 








In metropolitan centers both direct 
production and agency business may 
be much greater than the figures 
used above. There are life insurance 
departments of general offices which 
have written over a million a month 
with profits running $30,000, $50,- 
000 or even $100,000 or higher per 
year. 

Group life is a field of special 
opportunity to the department with 
the commercial accounts of the office 
and, if not a regular source of profit, 
over an extended period should be 
productive. 

In some offices accident and health 
business is handled by the depart- 
ment. This is logical, unless such 
business is a department in itself, as 
accident and health is more akin to 
life insurance than any other form 
of general insurance. 


Tactics 


In selling life insurance to the 
clients of a general insurance office 
no different tactics are used than in 
selling any other group of prospects. 
Packaged selling is possible but no 
better results will be obtained than 
with any other selected list of 
prospects. 

In approaching office customers as 
an advisor the prestige of the office 
is very helpful to the life under- 
writer as it enables him to get 
quicker attention, more information 
and greater cooperation from the 
prospect than if he were working as 
an individual. The backing of an 
office has a value to the salesman in 
cultivating new leads, comparable, or 
often superior, to the best company 
affiliation. 

The most productive method of 
selling life insurance to the clients of 
the office is as an advisor. If the 
office handles a commercial line an 
approach for business insurance is 
the most logical, however, a group 
or salary savings plan can be used 
frequently for an opening interview. 
If the office handles a personal line, 
i.e. home, furniture, automobile, etc., 
usually the approach is the offer of a 
survey. If the office has been using 
the analysis method of providing 
coverages for its clients, the pro- 
gramming of life insurance appears 
to be a natural development of its 
service. 


Examples of strategy may be 
interesting—these are actual cases 
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from the writer’s experience. The 
office controlled all the lines of a 
commercial enterprise. Approach 
was made for business life insurance 
and applications for $430,000 to 
cover stock purchase were written. 
Group insurance was the next step, 
followed by the offer of a salary 
savings plan to employees earning 
over $40 per week. The final step, 
taking several years to complete, was 
the sale of personal programs to 
executives totalling an amount in 
excess of the business insurance. 

In a case where the office shared 
the commercial lines with a competi- 
tor the approach was made through 
personal insurance on the contacts. 
The expression of their satisfaction 
with their programs by these men to 
the contacts of the competing office 
lead to personal life insurance sales 
to the others. The result was the 
placement of business life insurance 
and eventually the taking over of all 
coverages by the office. 

Where the office handled the 
coverages of a large cooperatively 
owned wholesale house, there being 
no opportunity for business insur- 
ance, a group plan and personal 
programs were sold. 

In a manufacturing company 
where the ownership was _ held 
mainly by estates, key man insurance 
was sold on five executives. When a 
claim of $100,000 was paid recently 
the stockholders were so impressed 
that a reappraisal of their situation 
caused them to buy $500,000 more 
on the remaining executives. This 
led to. additional personal sales of 
$290,000. 

All cases, of course, are not of the 
size of those mentioned but the busi- 
ness done with clients of a general 
office is of a class that above average 
size sales will be made. Protection 
of lines of credit come about through 
the knowledge of such situations in 
the office. Clients’ employees who 
are bonded heavily are always worth 
considering as prospects. 

As an illustration of how an in- 
significant general insurance account 
can be a very valuable life insurance 
lead was one of household furniture 
and automobile insurance only. A 
twenty minute interview produced a 
retirement income premium of over 
$1,000 and subsequently two juvenile 
policies, Another small account, a 
floater, on which a $39 claim was 
paid, led to single premium endow- 
ments with deposits in six figures. 
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The needs of the Nation are clear. Weapons for 


the fighting forces . 
services. And so new responsibilities fall to work- 
in taking the places of men... 
in staffing new factories . . 


viel nil ing women. . . 
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The Great-West Life makes it a point in 
its advertising to impress upon women 
that the dollars they put into life insur- 
ance savings serve a dual purpose. . . 
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in helping the National cause and in pro- 
viding for the future. 


GREAT-WEST LIFE 


COMPANY 
D OFFICE—WINNIPEG, CANADA 


HEA 
BUSINESS IN FORCE OVER $680,000,000 


OUR FIFTIETH ANNIVERSARY YEAR 


From these stories it is evident 
that an essential to success is alert- 
ness to the life insurance possibilities 
of any kind of an account. Given a 
normal range of accounts and satis- 
factory company connections, the 
greatest problem of the department 
manager is to persuade the office to 
visualize life insurance situations. 
Observation is the most important 
kind of cooperation from the office 
in building a profitable department. 


The lack of help to that extent will 
be most discouraging and easily may 
wreck a promising department. Co- 
operation, definite and consistent, is 
the price of success to be paid mu- 
tually by the office and the depart- 
ment. No matter how great indi- 
vidual ability is enlisted, how strong 
company backing is furnished or 
how extensive and excellent clientele 
is available, the key to profits is 
cooperation. 
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PROSPECTIVE MORTALITY 


OW is the mortality experience 

of United States life insurance 
companies likely to be affected by 
the nation’s greatest war in history? 
That’s a most important question 
among life insurance officials these 
days because for some time now 
mortality has been the chief source 
of the dividend or refund to life 
insurance policyholders. With inter- 
est returns at an all-time low and 
showing no signs of improvement at 
the moment; with taxes reaching 
new heights and with many other 
expenses likely to increase, the in- 
surance company mortality rate 
takes on a significance quite out of 
proportion to its normal-time status. 


Experience Abroad 


One possible key to what may be 
expected by United States life com- 
panies—barring unforeseen develop- 
ments of a catastrophic nature—may 
be contained in the reports of Ca- 
nadian companies which also do 
business in Great Britain. One 
Canadian company reports, for ex- 
ample, that its 1941 mortality on all 
business was better than that ex- 
perienced in 1940 and that “in the 
more than two years from Septem- 
ber 3, 1939 to December 31, 1941 
our total death claims resulting from 
war amounted to only 2.2% of total 
death claims.” Another Canadian 
company says that its experience in 
Great Britain (including war 
deaths) from the day war was de- 
clared in 1939 to June of 1942 was 
approximately 6% better than its 
average for operations in Canada, 
the United States and the British 
Isles. 

The favorable mortality experi- 
ence in Britain bears testimony, 
among other things, to improved 

~health conditions, partly ascribable 
\directly to the war. 


Gains 


The general population figures in 
the United States reflect a similar 
improvement in health and mortality 
among the citizenry. For example, 
the death rate from pneumonia has 
been cut by more than half during 
the last four years; deaths from 
automobile accidents decreased 15% 
during the first six months of 1942 
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as compared with the corresponding 
1941 period. Not measurable is the 
improvement in health of the mil- 
lions of young men now in training 
camps or the effect on civilians of 
many defense activities such as first 
aid, nursing and the like. 


Probable Losses 


There is, of course, a less promis- 
ing side to the over-all mortality 
picture, as pointed out by Vice Presi- 
dent Leigh Cruess of The Mutual 
Life Insurance Company of New 
York. “The recent Commando raid 
on Dieppe, the expected establish- 
ment of a Second Front and the ac- 
tivities in the Solomon Islands are a 
portent of what is imminent, and the 
United States Army and Navy are 
destined to play a much bigger part 
than heretofore,” he declares. “We 
can hazard no guess as to probable 
war casualties when our fighting men 
really come to grips with the enemy, 
but the potentialities of modern war- 
fare are indicated by the tremendous 
casualties now being suffered on the 
Russian front.” 

Mr. Cruess also points to the pos- 
sibility of actual war losses among 





we 


NOW AVAILABLE 
1942 TAX DIGEST and MANUAL 


FOR INDIVIDUALS 


Containing new tax rates, explanation of important changes. 
and check list of inclusions, exclusions, deductions, non-deducti- 
ble items, and approved depreciation rates. 


New federal tax will affect the business of life insurance sub- 
stantially. As the new taxes cut deeper and reach further, the 
public will seek information and guidance more frequently. Life 
insurance companies, superintendents of agencies, general agents, 
and life underwriters can perform a real service by distributing 
this folder at low cost to a selected mailing list. End-of-the-year 
distribution in December is most effective. 


This has been done successfully for many years by banks, ac- 
countants, chambers of commerce, investment houses and other 
business organizations. Your staff members should each have a 
copy. Twelve pages, convenient mailing and pocket size. Price 
includes title page imprint. Also available is a ten-page “DIGEST 
OF IMPORTANT CHANGES IN FEDERAL TAXES,” high- 


lighting essential features of new Tax Law. 


Write now for samples and price list. 


TAX PUBLICATIONS CO., 


Boston, Mass. 


civilians as a result of air raids and 
the further possibility of an epidemic 
similar to the influenza scourge of 
1918, which shot life insurance 
mortality up about 30%. He be- 
lieves, however, that the nation at 
present is far better prepared to cope 
with epidemic conditions than it was 
in 1918. 


SALES EXPERIMENTS 


HE following chart shows the 

results of two weeks _ sales 
work by reporting agents of the 
Guardian Life, New York. Those 
making 20 or more calls in one 
week will be found in Group A. 
In Group B are those who made 
less than 20 calls per week. Of 
the agents reporting, 43% were in 
Group A, while 57% were in Group 
B. 


A B 
Average No. Calls .... 51.80 15.32 
Avg. No. Interviews .. 18.70 7.54 
Average No. Sales ..... 2.75 1.27 
Avg. Am’t. of Ins. .... $7,842 $3,811 
Avg. No. New Pros... 8.27 2.38 
x * * 


Daughter: “What is alimony, Mother?" 
Mother: "It's a married man's cash surrender 
value, dear." (Occidental Life ‘Pulse’’) 
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Tt HEN I got married I bar- 

gained to take care of my 
wife. But I didn’t know that her 
father and mother would be thrown 
in. Now I have to help pay their 
rent, and contribute to their support. 
My wife has a young brother, but 
he was spoiled, got everything he 
wanted while he was young . . . never 
made much, and now he’s in the 
army. And the money I would like 
to put aside as an educational fund 
for my own children must be paid 
to support my wife’s parents. If 
the old man had saved some money 
while he was making it they wouldn’t 
be in such straits today.” 

Perhaps you have heard that story. 
You certainly have heard similar 
ones. There are many variations. 
But they all come back to the pitiful 
fact that so many people arrive at 
old age without having made ade- 
quate financial provision for it. 


Serious Problem 


Old age dependency is such a seri- 
ous problem that the United States 
Government has given it serious 
study, and has enacted a great deal 
of Social Security legislation in an 
attempt to alleviate it. Practically 
every civilized nation on the globe 
has given it similar attention. But 
basically it still remains a strictly 
personal problem which must be 
worked out in a strictly personal way 
by every man and woman during 
their working, producing years—if 
they are not to be listed among the 
tragic dependent statistics when they 
grow old. 

Back in the days of our grand- 
parents the matter was not so seri- 
ous. Practically everybody lived on 
a farm. Farm labor was largely 
hand labor. And an extra pair of 
hands to help in chopping wood, 
drawing water, feeding the stock, 
and getting in the crops, was always 
welcome. Farm homes were large 
and comfortable, and there was 


always room for one more at the 
fireside. The food supply was grown 
on the farm, was canned in neat rows 
in the cellar, or was preserved in the 
springhouse. 
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But today, when most Americans 
are city dwellers, the entire picture 
is changed. City homes are smaller. 
There is no labor by which an aged 
pair of hands can earn their keep. 
There is no stock to be watered and 
cared for. There are no chores to 
be done. And a dependent father or 
mother is a distinct financial burden. 

Another result of our industrial 
civilization is that retirement age 
comes earlier. Until the abnormal 
war demand for labor occurred, it 
was difficult for the average un- 
skilled man of 45 to find a new job. 

Old people (often when it is too 
late) are keenly aware of the im- 
portance of planning for the retire- 
ment years. But all too frequently 
younger people with the brash con- 
fidence of youth are indifferent to it. 
They will start to save next year; 
or they are too busy now, having a 
good time; or they are going to 
make a lot of money in the next few 
years. But the cold statistics tell an 
entirely different story. Here they 
are: 


Facts 
Take 100 average men, age 
twenty-five : 
At Age 65—One is wealthy 
Four are well-to-do 
Five still earn their 
living 
Fifty-four are depend- 
ent 
(The other 36 have 
died). 


The obvious conclusion to be 
drawn from these statistics is that 
life insurance men in selling pro- 
tection for widows and children are 
performing only half the job. Pro- 
tect the home? Of course. Provide 
income for the wife, and educational 
funds for the children? Of course. 
But what about the old man, when 
his working days are over? 

The great danger for an increas- 
ing number of men—and women— 
today is not that they will die too 
soon, but that they will live too long. 


RETIREMENT INCOME 





by FRANCIS J. O'BRIEN 


Director Sales Promotion, 
Franklin Life Insurance Company 


x  ® 


Out of every 100 men living at age 
65— 

5 have independent incomes 

28 continue to work for a living 

67 are dependent. 

When we investigate to find out 
why these unpleasant statistics 
should be true we find that it is be- 
cause the savings plans men use do 
not work. It is not so much the men 
who are at fault, but instead the plan 
that they have made use of. Other 
plans fail because : they tend to make 
it easy for a man to spend first and 
save what is left. There is no pres- 
sure. The business of saving is left 
entirely up to the man. There is no 
“gentle compulsion” of a premium 
notice. Thefe is no penalty on with- 
drawing savings, and consequently 
it is too easy to use them for current 
spending. There is the problem of 
constant reinvestment, and each re- 
investment means the risk of a 
wrong choice. As a result of rein- 
vestment, there is a considerable loss 
in compound interest. Most plans 
lack definiteness. There is no answer 
to the question, “When,” or “How 
much ?” 

A chief objection which arises 
when the subject of old age income 
is discussed is that the sums avail- 
able for insurance are not large 
enough to admit the purchase of a 
worth while income. 

The objection that any income, no 
matter how small, is not worth con- 
sidering is, of course, an illogical 
objection. But it is well to remember 
in answering the objection that the 
sum of money which seems small 
to a man or woman in the vigor of 
life, will seem mighty large when old 
age comes. 

Massachusetts reports that of the 
13,000 applicants for old age relief 
applying in a given year, the average 

(Continued on next page) 





Retirement Income—Continued 


amount of assistance necessary was 
$6.25 a week. To these thousands of 
aged people, a sum as small as $6.25 
meant the difference between the 
humiliation of public dependency 
and old age independence. 
Approaching a prospect for the 
sale of retirement income is a rela- 
tively simple matter. Nearly every- 
body believes in thrift, even if they 
do not practice it. Nearly everybody 
is interested in a wise investment. 


ALL-OUT FOR 
VICTORY 


I, step with our country’s war ef- 


Practically everybody would like to 
accumulate enough money to guar- 
antee a carefree old age. And nearly 
everybody is perfectly willing to talk 
about such things, even people who 
might shy away completely from a 
serious discussion of the problems 
resulting from their own death. 

So the problem of the approach 
simply resolves itself to a matter of 
saying something in the first few 
words which will interest your pros- 
pect sufficiently to make him “‘stand 
hitched” until you can tell your story. 





fort Washington National home office workers and 
field representatives are giving their best efforts to- 
ward complete and early victory in the fight to ex- 
terminate the foes of freedom. More than 90% of 
this company’s home office personnel have pledged 
themselves to purchase war bonds on a payroll sav- 
ings plan. Every field representative is devoting more 
hours of better-planned work in bringing insurance 
protection to the American family, knowing that pre- 
mium dollars do their share in the battle. The insti- 
tution of insurance is geared to the fight, and the 
Washington National pledges its full support. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 
CHICAGO 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


H. R. KENDALL 
Chairman 


G. R. KENDALL 
President 
J. F. RAMEY 
Executive Vice President 
and Secretary 





Here are a few approaches which 
will lead you easily into your sales 
talk and will arouse your prospect 
to the necessary degree of interest, 

“Mr. Prospect, my name is 
Brown, with the Franklin Life In- 
surance Company. Now please don't 
say you are not interested because | 
am not here to try to make you buy 
life insurance. My purpose is rather 
to tell you about a problem which 
may not have occurred to you, a 
problem which affects you personally 
more than anyone else. I would like 
to show you a way of solving that 
problem. If you like it, you will be 
interested. If you don’t, I will have 
nothing more to say. That’s fair, 
isn’t it?” 

Here are some more interest-get- 
ting approaches. 

“Mr. Prospect, have you any in- 
sured investments ?” 

“Mr. Prospect, would you be in- 
terested in a plan which would en- 
able you to retire ten years sooner 
than you now anticipate ?” 

“Mr. Prospect, most salesmen who 
come to see you offer you plans 
which will guarantee that you will 
die rich. I have nothing like that to 
offer you. But I do have a@ simple 
plan which will guarantee that you 
can never die poor no matter how 
long you live. Isn't that interest- 
ing?” 

“T realize, Mr. Prospect, that you 
have bought insurance to protect 
your children against your death. 
But have you ever bought any in- 
surance to protect your children 
against the financial needs which 
would result if you lived foo long?” 

Here is an approach which was 
used effectively by one representative 
with a manufacturer. Going through 
the plant the representative inquired 
about the machinery—was it expen- 
sive—how quickly did it wear out? 
It did indeed wear out quickly. 

“Do you mean, Mr. Manufac- 
turer, that each machine depreciates 
in value every year?” 

“Yes, indeed, each machine is 
worth less this year than last, and 
so on, until finally it becomes worth- 
less—worth nothing.” 

“Isn't it terrifically expensive to 
replace ?”’ 

“It would be impossible to replace 
it if we did not set aside a yearly 
reserve fund for depreciation. When 
a machine wears out there is money 
in the fund to replace it.” 


BEST'S LIFE NEWS 


Anc 
was bD 
serve 
ment 
is just 
a yeat 
the ti 
becom 
the sa 

He 
“Mr. 
is con 
man | 
to su] 
comes 
food, 
cars, | 
a g' 0) 
like < 
deper 
who 
will t 
If yo 
you | 
why 
now: 


Pre 


Ch 
frien 
the f 
parti 
plant 





lon't 
ise | 
buy 
ther 
hich 


lally 
like 
that 
il be 
lave 
fair, 


get- 
in- 


in- 
en- 
mer 


who 
lans 
wll 
t to 
tple 
you 
how 


est- 


you 
tect 
ath. 

in- 
lren 
lich 
g?” 
was 
tive 
ugh 
ired 
en- 
ut ? 


fac- 
ates 

is 
and 


rth- 


- to 


And that is exactly what the agent 
was building up to. “A yearly re- 
serve fund for depreciation—retire- 
ment insurance, Mr. Manufacturer, 
js just exactly that—the creation of 
a yearly reserve fund set up against 
the time when the human machine 
becomes obsolete.” From then on 
the sale was easy. 

Here is another good approach. 
“Mr. Prospect, someday an old man 
is coming to live with you. That old 
man will be you. Isn't it reasonable 
to suppose that when that old man 
comes he will Jike comfort, good 
food, good beds, good clothes, good 
cars, good clubs, good vacations, and 
a good home—just as much as you 
like all those things today? It all 
depends on you. You are the one 
who can determine—now—how he 
will be provided for when he comes. 
If you had him here today, wouldn't 
you take good care of him? Then 
why not start to provide for him 
now?” 


Prospects for Retirement Income 


Check over your list of prospects, 
friends, and acquaintances against 
the following list, for people who are 
particularly likely to be interested in 
planning for retirement income. 

1. Couples without children whose 
insurance needs are relatively 
small, and have been met. 
Individuals who have adequate 
insurance protection but who wish 
to create additional income-pro- 
ducing properties for their own 
later years. 

Professional people with tempo- 

rary high earnings, such as actors, 

athletes, musicians, singers, doc- 
tors, lawyers. 
People who like to take a chance 

—who are speculative-minded, 

and like to play the market, but 

at the same time want a back-log 
of security against disaster. 
Parents who want to start a son 
or daughter on an insurance pro- 
gram. This is particularly appli- 
cable when parents wish to trans- 
fer by gift portions of their estate 
so as to lower the eventual estate 
tax, 

. Teachers, nurses, stenographers, 
secretaries, buyers, companions, 
maids—thousands of girls and 
women from all professional and 
business activities are excellent 
prospects for retirement income. 
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There is one date that should hold a prominent place in 


every family record. 


It is that on which the bread-winner acquired his first life 
insurance policy and began to build his program of 
financial defense for his dependent family. 


His descendants may have cause to praise his memory 


for this foresight and concern over the security and welfare 


of others. 


Teach your prospects the 
significance of this DAY 
of DAYS. 


the 


Jusurauce 


rudential 


Company of America 


Home Office, NEWARK, N. J. 





Only One Chance 


The important thing to remember 
and to stress to your prospect is that 
in most things we get a second 
chance. All through life we have 
been accustomed to getting second 
chances. Mother forgave when we 
were bad. At school the worst thing 
that could happen was that we 
flunked, and had to take the course 
over again. But we got the second 
chance. Our working career was 
not entirely dependent on one em- 


ployer. If he didn’t like us, or we 
didn’t like him, we could always get 
another job. 

But in the business of living, there 
is no second chance. We live just 
once. And when we arrive at age 
65—or whatever age it is when we 
will receive our last pay check, there 
is no retracing our steps, there is no 
going back. Happiness or misery 
then will depend on what has been 
sent ahead during our creative years. 
There is no tomorrow, because to- 
morrow has come. 





POLICYHOLDERS PAY 
INVISIBLE TAXES 


N A special October Insurance 

Tax Bulletin, the Insurance De- 
partment of the Chamber of Com- 
merce of the United States, Wash- 
ington, D. C., announces that special 
insurance taxes, licenses and fees 
collected by the 48 states and the 
District of Columbia for 1940 (or 
for fiscal years ending on dates not 
later than August 31, 1941) reached 
the all-time high of $113,812,940— 
an increase of 7% over the amount 
for 1939, and more than 100% 
greater than the corresponding 
amount for the year 1922. More 
than 90% of the total is derived 
from the premium tax levied in the 
various states.- Of the $113,812,940 
collected, $108,540,109, or 95.37% 
was used by the states for general 
revenue or for purposes other than 
the supervision of insurance compa- 
nies. Only 4.63% was reported as 
spent for maintenance of State In- 
surance Departments and this figure 
does not include substantial cost of 
periodic examinations of companies, 
which in many cases are paid out by 
such companies as an expense item. 


The Columbus Mutual 


Offers— 


First—Low Cost Insurance to Sell. 


Second—Liberal Commissions for Selling It. 


(An Unusual Combination) 


Special insurance taxes of this 
nature are levied on insurance com- 
panies and members of the insurance 
industry and are reflected in the 
premium rates and net costs for in- 
surance and therefore reach the 
“consumer,” who is the policyholder. 
Policyholders are not aware that 
they are paying these extra costs 
because they are not stipulated in the 
rates. A large part of these taxes 
not used for insurance purposes 
represents a penalty on thrift. The 
Chamber concludes its review with 
this statement: “Until a sufficient 
number of policyholders become in- 
formed, aroused, and assert their 
will to their Government’s repre- 
sentatives, the situation will probably 
drift along with a continued tend- 
ency to increase these special taxes. 
Insurance is peculiarly vulnerable to 
taxation because these taxes are so 
easy to ascertain and to collect.” The 
statistics of the Chamber show that 
in five states, namely, Iowa, Mich- 
igan, Mississippi, Ohio and West 
Virginia, the amount spent on serv- 
ice to policyholders was less than 
2% of the taxes collected. The two 
states with the highest ratios are 
Nebraska, 8% and Texas, 10%. 


PARENTHOOD STATISTICS 


HE age of the average father 

when his first child is born is 3? 
years, while that of the mother js 
27%. According to the statistics, 
one-tenth of all children born are 
to mothers under 20 years of age; 
one-fourth to those under 23; one- 
half to those under 26 ; and one-tenth 
to women over 35. Carrying it one 
step further we find that between the 
ages of 23 and 25 for the mother, 
one-fourth of the children are born, 
whereas between the ages of 26 and 
30, one-half of the children are born. 


Child's Outlook 


The chances of a child becoming 
an orphan due to the death of the 
father before the child reaches 18 
increases with the age of the parent. 
[f a child is born when the father is 
25 years of age, the chances are one 
in 16; if the father is 35, the chances 
are one in 8; if the father is 45, the 
chances are one in 4; and at 55, they 
are one in 2. Since the father is 
the breadwinner in most families, 
these figures present facts which 
should be of value to underwriters. 








return. 


We Are Proud 


TO PAY TRIBUTE TO 


the men in our organization who have left 
to serve in the armed forces of our country. 
We pray for their speedy and victorious 


Leslie E. Bratton 
William D. Cavanaugh 
James W. Clardy 
Jasper Collins 

Thos. F. Daly Il 
William L. Finnie 
John M. Foster, Jr. 


George B. Marshall 
John T. McKean 
Norman Michaelson 
Neil L. Newton 
John Norman, Jr. 
Harry S. Parker 
Harold F. Pierce 


. st tte tw ete MM sy O00 427222222 


Third—Ideal Working Conditions. 


William S. Garnsey II! 
James E. Hart 
Kenneth J. Hobbs 

J. J. Holstun 

J. E. Howard 

Cedric Kaub 
Lawrence L. Losasso 


Dal Richins 
Sammy Sugarman 
Ray Tabbart 
Robert E. Thomas 
Buford Wales 
Emmett C. Wilson 
Malcolm Wood 


Vested Renewals — 
Unrestricted Territory— 
Automatic Promotion— 


and to give a special salute to 
Miss Valerie Camell, now serving in the 
Woman’s Army Auxiliary Corps 


THE CAPITOL LIFE 


CLARENCE J. DALY, President 
HOME OFFICE DENVER, COLORADO 


Equality of Opportunity— 
The Right to Build Your Own Agency— 


INSURANCE 
COMPANY 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 
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Special State Insurance Taxes, Licenses and Fees Collected in1940' 








—— 


Taxes, Licenses and Fees Collected by* 





State Insurance 
Department 


State Treasurer or 
Other Official 


Total (so far 
as reported) 


Expenses of Insur- 
ance Department 


Ratio Spent for 
Service to Policy- 
holders 


Ratio Used for 
Other State 
Purposes 





California 
Colorado 
Connecticut 


Delawar 
District 


Florida 


Kansas 
Kentucky . 


Louisiana 


Maryland...... 
Massachusetts 
Michigan 
Minnesota. ... 
Mississippi. . 
Missouri 
Montana 


Nebraska.......:.... 
Nevada. . 

New Hampshire 

New Jersey 

New Mexico... . 

New York..... 

North Carolina 

North Dakota 


Oklahoma 

Oregon..... 2 
Pennsylvania... 

Rhode Island. . 

South Carolina........ 
South Dakota........ 


Tennessee 
Texas..... 


Vermont 
| 


Is. nso 4050 0c6:6% 
West Virginia. . 
Wisconsin. . 

Wyoming. . . 


$1,156,470 
263 , 149 
702 ,388 


436 ,661 
1,157,777 
1,263 ,096 


346 ,465 


251,925 
1,030 ,493 
883 ,392 


483 393 
34,400 


1,067,127 
39 , 804 


1,955,093 
4,134,040 


31,304 


445,116 


$1,156,470 
263 , 149 
759 ,338 


8,303 ,863 . 


1,157,777 
3.901 ,635 


346 ,465 
955 .673 


1,231,568 


1,140,391 
1,344,734 


1,178,800 


371,551 


691,581 
,017 


232 ,002 
16,910,370 
2,231,815 
280 513 


6,811,123 
1,030 ,493 
883 ,392 


7.595 499 
708 .931 
1 ,067 ,127 
317 .369 
2,003 ,808 
4,134,040 
361 ,633 


382,417 
2,003 ,855 


1,531,135 


35,801 
131,378 


8,798 
30,000 (a) 


68 ,888 
45,330 
11,952 
585 ,300 
68 ,031 
34,190 


40,614 
98 ,437 


224.359 (a) 
9,845 
1,095,518 
57 ,460 

15.000 (a) 


9 
110,765 
100 ,425 

15,000 


65,193 
11,460 


Percent 
.70 
.61 
05 
09 
37 


54 
14 


Percent 


96.39 
95.95 
96.91 
96.63 
97.46 
96.86 





Totals—1940 
Totals—1939. .. 
Totals—1938. . 
Totals—1937 
Totals—1936 
Totals—1935. . 
Totals—1934 
Totals—1933 
Totals—1932 
Totals—1931... 
Totals—1930. . 
Totals—1929..... 
Totals—1928.... 
Totals—1927. . 
Totals—1926 . 
Totals—1925. .. 
Totals—1924. . 
Totals—1923. . 
Totals—1922 





$53 029 .946 
54,630 , 267 
45.720 671 
43 .627 .126 
41,592,546 
40 974,787 
35.451 562 


24,659 601 





782 994 


28.356 .198 





$113 ,812,940 
106 ,422 .311 
105 ,230 , 546t 
103 281 , 169 

98 ,000 


81,208 674 
81 375,674 
89 482.511 
95 484,540 
99 ,333 ,007 
99,991 472 
92,178,971 
84 ,563 .075 
79,634,512 
72,839,721 
67,731,570 
59,741,829 
53 015,799 





$5,272,831 














t Or for corresponding fiscal years ending on dates not later than August 31, 1941. 


* It is estimated that over 90% of the Special Insurance Taxes, Licenses and Fees collected comes from the premium tax alone. tt Revised. 

(a) Estimated. 2 2% 

Note.—While the tabulation is complete insofar as insurance department expenses are concerned, it is important to note that the reports from some 
states do not include the special taxes, licenses and fees collected. This is because such special state levies on insurance are paid in these cases to State Treas- 
irers and other officials whose books may be kept in such manner as to render it impossible to segregate insurance collections. In those states permitting 
local jurisdictions, such as counties and municipalities to tax insurance companies and their agents, it was found no central state agency had conpiled the 
information. Among the states where local taxes or fees were levied but the amounts were unavailable are Alabana, Florida, Georgia, Kansas, Kentucky 
Louisiana, Maryland, Mississippi, Miseouri, Montana, Nebraska, Nevada, Ohio, South Carolina, Washington, and West Virginia. 
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200,000 AMERICANS 
DO THEIR BIT 


Probably the last thing in the world that a policy owner thinks 
when he mails his check to the Provident Mutual is that he is 
helping achieve victory for America. Yet he is helping mate- 
rially. 


First, he is helping FINANCIALLY. His premium dollars are 
not kept in a safe. Instead, his reserves are quickly reinvested 
in government bonds, railway equipment, mortgages, and 
essential American industries. 


Second, he is helping ECONOMICALLY. By saving instead 
of spending he is helping to raise a bulwark against the threat 
of inflation and the chaos which would follow it. 


Third, and exceedingly important, he is helping SOCIALLY. 
By protecting his own family he is maintaining morale and 
relieving the government of taking care of his family in case 
of disaster to himself. 


From New England to California, 200,000 Provident policy- 
holders—men and women—are doubtless working for victory 
in many, many fields. Yet their ownership of life insurance is 
in itself an important contribution toward the war effort. 






PRovIDENT 
Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 






























2 BILLION IN BONDS 


HE two billion dollar mark has 

been passed by the life insurance 
agents of the country in their vol- 
untary nation-wide campaign for 
War Bond sales and pledges, it was 
announced November 9th by Grant 
Taggart, president of the National 
Association of Life Underwriters, 
Cash sales of War Bonds by the 
agents have totalled $532,000,119 
and pay-roll allotment plans have 
been established calling for the pur- 
chase of $1,503,483,540, bonds, mak- 
ing a total of $2,035,483,659. 





Sell $10,000,000 Daily 





“As the life insurance agents of 












































































































the country go into their twelfth S 
month of this aid to the Treasury m 
Department, they are making new rf 
sales and obtaining new pledges for ke 
the purchase of war bonds at the the 
rate of $10,000,000 a day,” said Mr Me 
Taggart. “In the short period since ject 
Pearl Harbor, the agents have al wit! 
ready made cash sales of bonds and a 
set up purchase plans among. the tals 
nation’s workers in an amount twice cha 
the total of Liberty Bonds sold by : 
the agents in all of World War | pr 
“In addition to the $532,000,119 at 
from direct cash sales, the Treasury , 
has also received and is currentl) mc 
receiving millions of dollars in cash cat 
every day under the pay-roll pur- | 
chase plans established through the go 
agents. The aggregate of $1,503.- ju 
483,540 War Bond purchases ; 
pledged under these plans is an an- le 
nual total. Actually, the pay-roll me 
allotment plans have been. set up at 
not for a year but for the duration 
co that the amount of bonds ulti- be 
mately purchased may reach a sub- 
stantially higher figure.” ™ 
W 
AMERICA GOES TO WAR Ww 
ji 
v 
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SELLING TIPS 


from the HOME 


STILL NEED INSURANCE 


li. TAKES 18 civilians at work to 
keep one of our armed forces in 
the field. See these 18,” says Horace 
Mecklem, puncturing the “war’’ ob- 
jections of life insurance prospects 
with the following: 

“Will doctors, nurses and hospi- 
tals care for a dying man free of 
charge just because we are at war? 

“Will the courts and attorneys 
probate estates free because we are 
at war? 

“Will the mortgagee cancel the 
mortgage on a widow’s home just be- 
cause we are at war? 

“Can a widow and her children 
go without food, clothing and shelter 
just because we are at war? 

“Will universities and colleges 
feed, clothe and house a deceased 
man’s children just because we are 
at war? 

“Will men cease to grow old just 
because we are at war ? 

“Will a retired man or woman 
cease to need an income just because 
we are at war? 

“Will an elderly widow be more 
welcome in the home of a relative 
just because we are at war? 

“Will the deceased partner’s 
widow and the surviving partner 
have no troubles just because we are 
at war? 

“Will corporations find long lines 
of capable and qualified men ready 
to fill the shoes of a deceased key 
man—just because we are at war? 

“Will the United States govern- 
ment and the 48 states forget about 
estate taxes, inheritance taxes, in- 
come taxes, just because we are at 
war ?” 

Columbian Natl. Life 
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A LIFE A WEEK 


Aim at insuring several people each 
week. 

Try for a closed case Monday or Tues- 
day. 

Let the first app’ be but a starter. 

Enter new names daily in your pros- 

ect file. 

Ask for references and introductions. 
Suggest use of any outstanding divi- 
dends to purchase new insurance. 

Talk protection, not war or politics. 

Assign some nights each week to after- 
dinner calls. 

List your calls for each day well in 
advance. 

Interview fathers about policies for 
their sons. 

Fill up the war chest with life insurance 
premium dollars. 

Endeavor to get action just before in- 
surance ages change. 

And don't overloo 
women. 

Watch the newspapers for marriages, 
births, business promotions. 

Engage in Joint Selling frequently. 

Enlist new lives as additional links in 
an endless chain. 

Keep your name before prospects and 
policyholders by calls, letters, birth- 
day greetings, calendars, good will 
builders, etc., and be always ready 
to render service unselfishly. 
Agency Items (Equitable, N. Y.) 


policies for 


x * 
HOW MANY CALLS? 


HE question regarding how many 
calls a salesman can wisely make 
upon a prospect before giving the 
proposition up as an unprofitable job, 
has been discussed and answered in 


OFFICE 


a number of ways and according to 
a variety of experiences. Here’s an 
answer from Provident Notes: 
“Call just as long as you’re able to 
keep yourself sold on the idea that 
you can sell the prospect. But, just 
as soon as the prospect sells you the 
idea that you won't sell him, it’s 
certainly time to quit calling.” 
Federal Life (Ill.) 


x es 
SYSTEMATIC PROSPECTING 


OME people drive Buicks, others 
drive Cadillacs, and some drive 
Model A’s. They all succeed in ar- 
riving at their destinations. The 
same might be said about systems 
of prospecting used by various sales- 
men. What system you use is rela- 
tively unimportant. The important 
thing is that you have one, and stick 
to it. You might put all your em- 
phasis on prospecting through 
policyholders and their families, 
through centers of influence, through 
the endless chain procedure. You 
might keep an alert eye out for all 
newcomers to your city. Watch the 
newspapers regularly, listing the 
heirs of people recently deceased. 
You might concentrate on people to 
whom you have paid money, on pro- 
fessional groups, on church and club 
associates. You might set yourself 
a daily quota of new prospects; or 
you might determine to have lunch- 
eon engagements once or twice a 
week for the purpose of widening 
your prospecting field. But what- 
ever your system is, determine that 
it is the best for you, and then stick 

to it. It will pay you dividends. 
Franklin Life 


29 








BUSINESS INSURANCE 


FIND that business insurance 

sales today are best made in the 
field of industries and organizations 
least affected by war restrictions and 
which are making money. They are 
discovered by asking your local 
banker and your Chamber of Com- 
merce and from consulting various 
printed sources of names of firms 


This fast, heavily armed Torpedo 
Patrol Boat is “One Of The Best” 


with defense contracts or sub-con- 
tracts. 


These busy defense firms are best 
approached, I have found, on the 
matter of key-man insurance, retire- 
ment pension plans, and insurance 
for the purposes of stock liquidation 
and purchase of partnership inter- 
ests. Although such approaches may 
not always result in a business in- 








‘weapons that Uncle Sam has de- 
veloped for quick jabs at enemy 
battle fleets. 


Central Life, now in its 47th year, 
strong, resourceful and progres- 
sive in meeting the challenge of 
these unusual times, is recognized 
among Life Insurance Companies 


as “One Of The Best.” 


If You Can’t 
FIGHT 
Buy 
WAR 
BONDS 
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CentTrAt Lire 


ASSURANCE SOCIETY 
(Mutual) 
& 
Home Office 
Des Moines 











surance sale, they certainly open the 
door and afford us excellent personal 
contacts which frequently result in 
personal insurance sales. 

The alert underwriter must be a 
keen observer with attentive ears and 
the ability to ask questions. Excel- 
lent prospects for business insurance 
are everywhere. Check your classi- 
fied list in the telephone directories 
for the names of machine shops; 
sheet metal, canvas, wood box, and 
chemical companies ; foundries ; tool 
and die manufacturers. Such names 
are obtained everywhere. Watch 
everything in print; advertisements 
on bill boards, in street cars, busses, 
newspapers, trade journals and pub- 
lications of associations, clubs, and 
colleges. Look at the names of firms 
on delivery trucks and_ shipping 
cartons. 

Last summer I saw a truck haul 
ing a large steel casting and noted 
the maker’s name on the side of the 
truck. I didn’t know any of the of 
ficers of the company, but my ob- 
servation of the truck sign led to a 
$188,000 retirement pension plan. 
Names on _ shipping boxes have 
given me prospects for business in- 
surance which are among the twenty- 
seven cases on which I am now 
working. A large display advertise- 
ment led me to make a cold canvas 
call on a company president one 
morning and that afternoon he 
bought a large line of corporation 
insurance on his life. Later two 
other executives in the same firm 
bought $50,000. 

Opportunities for selling business 
life insurance right now are” enor- 
mous, simply because so many good 
men have entered the service. Valu- 
able men are at a premium and 
therefore difficult to replace. It is 
obvious that loss of men responsible 
for a company’s success would not 
only be a serious problem, but in 
many cases would make it necessary 
for the firm to liquidate. 

Another approach for the ad- 
vanced life underwriter lies in the 
fact that farsighted executives are 
interested in building up a reserve in 
order to be prepared for conditions 
which will exist immediately follow- 
ing the present war. There is cer- 
tainly no better way of establishing 
a sinking fund than through the 
guaranteed cash value of business 
life insurance. 


New England Mutual 
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OSCAR D. BRUNDIDGE, ESQ. 
of Dallas, Texas 


Insurable Interest of Putative Wife 
in Life of Husband. 


Smith Sally and Sylvia were mar- 
ried in 1920. Without the formality 
of a divorce, Smith Sally and Lou- 
vinia Sally began living together as 
man and wife under an agreement 
on or about March 12, 1929, and 
continued to live together and co- 
habit as man and wife until the 
death of Smith Sally on December 
10, 1940. During said period of time 
Smith supported the said Louvinia 
and as his wife, she received pe- 
cuniary benefits from said relation- 
ship. Smith Sally was employed by 
the Universal Mills and was covered 
by group insurance as an employee 
of this concern. The Insurance 
Company delivered a check for 
$1100.00 to the employer, payable 
to Louvinia Sally, beneficiary named 
in the policy. The employer obtained 
her endorsement on the check for 
$1050.00, after deducting $50.00 she 
owed it. Before the check was 
cashed, Sylvia Sally employed an at- 
torney who made unsuccessful 
efforts to stop payment on the check 
and filed suit against the Insurance 
Company on the ground that under 
the laws of Texas, the proceeds 
of a life insurance policy naming a 
beneficiary without an insurable in- 
terest in the insured’s life, are pay- 
able to the insured’s estate. The 
court held: 

The existence of a lawful or 
putative marriage relationship be- 
tween the insured and the woman 
named as his beneficiary in his life 
insurance policy would give her an 
“insurable interest” in his life. 
Further that: 

In an action for the proceeds of 
life insurance policies by one 
claiming that she was the insured’s 
widow and that the named bene- 
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ficiary, described in the policy as 
the insured’s wife, was not his 
lawful wife, the payment of the 
proceeds of the policy to the 
named beneficiary made before 
the insurance company had notice 
of the first wife’s claim, con- 
stituted a complete defense to the 
action under Revised Statutes of 
Texas, Article 4736a, Section 1 
and 2, providing that payment of 
the proceeds of a life insurance 
policy to a named _ beneficiary 
without notice of an adverse claim, 
shall discharge the Company from 
all liability under the policy.— 
JOHN HANCOCK MUT. LIFE 
INS. CO. v. SALLY, 163 S.W. 
2d, 651 (June 19, 1942, rehearing 
denied July 10, 1942). 


Effect of Fraudulent Representations 
on Application and Conditional 
Receipts Making Insurance 
Effective as of Date of 
Application. 


Applicant for life insurance stated 
in his application and medical ex- 
amination blank that he had not 
participated as a passenger or other- 
wise in aviation or aeronautics, and 
did not contemplate doing so. He 
had flown as a non-paying passenger 
a few days prior to making the ap- 
plication, and immediately after 
signing the application went to the 
Municipal Airport and signed for an 
amateur course in aviation to train 
and qualify him for a private pilot’s 
license. He took a flying lesson that 
day and on several subsequent days. 

The application provided that : 

“if the applicant, at the time of 

making this application, pays the 

soliciting agent in cash the full 

amount of the first premium * * * 

and receives * * * a receipt there- 

for on the form attached * * * 
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and if the Company, after medical 
examination and _ investigation, 
shall be satisfied that the applicant 
was, at the time of making this ap- 
plication, insurable and entitled 
under the Company’s rules and 
standards to the insurance, on the 
plan and for the amount hereby 
applied for, at the Company’s pub- 
lished premium rate correspond- 
ing to the applicant’s age, then 
said insurance shall take effect and 
be in force under and subject to 
the provisions of the policy ap- 
plied for from and after the time 
this application is made, whether 
the policy be delivered to and re- 
ceived by the applicant or not.” 


The applicant paid the first pre- 
mium to the agent and received a 
receipt, incorporating the exact 
language of the above provision. The 
policy was issued in New York and 
forwarded to the local agent for de- 
livery. Before the policy had been 
delivered the Company was advised 
that the applicant was taking flying 
lessons. It promptly ordered that the 
policy be returned to the Home Of- 
fice for cancellation. The agent de- 
livered a questionnaire to the ap- 
plicant, consisting of a list of 
questions concerning the applicant’s 
connection with aviation, including 
his previous flying activities and his 
intentions with reference to aviation 
in the future. He failed to fill out 
this questionnaire and a few days 
later was killed in an automobile 
accident. Can his beneficiary re- 
cover? The court held: 


No. The applicant had no policy 
of insurance. His application 


stood suspended and he knew it 
had been suspended and also knew 
the reason for the suspension. The 
applicant alone was responsible for 
(Continued on next page) 
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Legal Spotlight—Continued 


the delay and his failure to receive 
a policy, to have insurance cover- 
age in the interim, was due to his 
own misstatements coupled with 
his own subsequent failure and 
neglect to complete the applica- 
tion. His beneficiary cannot re- 
cover for his negligence. WAR- 
REN v. NEW YORK LIFE 
INS. CO. (Circuit Court of Ap- 
peals, 5th Circuit, June 3, 1942) 
128 F. 2d, 671. 


Double Indemnity Recoverable for 
Death Caused by Sulfapyridine 
Given Allergic Policyholder. 


Life insurance policy contained a 
double indemnity clause under which 
extra sum would be payable if death 
were the result of an accident, re- 
gardless of the fact that the deceased 
might have been suffering from a 
disease at the time of the accident, 
provided the disease did not con- 
tribute to the demise. 


The policyholder was ill of 
pneumonia. He was given an injec- 
tion of a drug called sulfapyridine, 
and died shortly after the injection. 
Evidence showed that the immediate 
cause of his death was that the de- 
ceased had an allergy to the drug 
used, which made the injection fatal 
to him. Is the Insurance Company 
liable under its double indemnity 
clause ? 


The court held: 














THE BOSTON MUTUAL 
LIFE INSURANCE CO. 


Sist YEAR OF SERVICE TO THE 
PEOPLE OF NEW ENGLAND 


A company of high character and standing. 
It is known for its conservative manage- 
ment and strength. 


a § R. BENTON, President 
WARD C. MANSFIELD 
Treasurer 
Home Office 











Boston, Massachusetts 
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Ordinarily where deceased is ill 
and the indicated therapy involves 
an element of risk and the out- 
come is fatal, double indemnity is 
not recoverable (Pope v. Pru- 
dential, 6 Cir. 29 F. 2d 185). 
This is not on the theory that the 
disease contributed to the death, 
but because the therapy being un- 
dertaken with knowledge of the 
possible consequence, did not con- 
stitute an accident ( Barnstead v. 
C.T.A. 204 App. Div. 473, 198 
N. Y. S. 416). Where the risk 
involved (as in the case at bar) is 
the undeterminable presence of an 
allergy which is so rare as to be 
found in only one of 50,000 per- 
sons, it has been held that a fatal 
result is an accident (Adlerblum 
v. Met. Life, 259 App. Div. 859, 
19 N. Y. S. (2d) 600, affirmed 
284 N. Y. 695, 30 N.E. 2d 728). 
When the reasoning is followed 
to its logical conclusion it is seen 
that the seriousness of the disease 
is not an important factor. The 
controlling element is the serious- 
ness of the risk involved in the 
therapy. Judgment for the bene- 
ficiary. ESCOE v. METRO- 
POLITAN LIFE INS. CO., 35 
N. Y. S. (2d) 833. 








Enthusiastic, inspirational type 
of man, practical proven ideas, 
experience in Home Office, Life 
Underwriting and Sales Supervision, 
desires opportunity as assistant or 
chief sales director of young pro- 
Best of refer- 
ences can be furnished. Box—IX. 


gressive company. 














“You're O.K.-how are your tires? 





INSTITUTE OF LIFE 
INSURANCE 


HE Institute of Life Insurance 

held its annual meeting this year 
on December 2nd at the Roosevelt 
Hotel, New York (instead of De- 
cember 9th at the Waldorf as pre- 
viously announced). The meeting 
was on a strictly war footing, accord- 
ing to Holgar J. Johnson, president. 
The program for the meeting was 
limited to an informal luncheon fol- 
lowed by a business meeting for the 
election of directors and transaction 
of necessary business. A brief re- 
port of the year’s activities was made 
by the president and an opportunity 
provided for the membership to dis- 
cuss the past year’s activities and 
offer suggestions for the coming 
year’s program. The more complete 
reports dealing with the detailed ac- 
tivities of the Institute, customarily 
presented at the annual meeting, will 
be prepared and issued as a supple- 
ment to the proceedings. 


Johnson's Statement 


“We believe that this plan meets 
the needs of the war situation and of 
our membership,” said Mr. Johnson. 
“It gives recognition to the restric- 
tions on war travel and to the heavier 
demands upon the time of executives 
under war conditions. At the same 
time, it makes provision for neces- 
sary business, and for a complete 
report on the year’s operations.” 


- 


“Keep Well" Crusade 


In addition to the activities of the 
Institute along the lines of dis- 
seminating life insurance informa- 
tion to the public and the business 
has been the inauguration in co-op- 
eration with the U. S. Department of 
Public Health of the Keep Well 
Crusade. This is a national cam- 
paign to educate the public on the 
importance of good health in war- 
time, as an aid to war production 
and as a means of meeting the 
shortage of doctors and nurses avail- 
able for civilian use. The progress 
of this campaign and development 
of the many other activities of the 
Institute will be covered in the re- 
ports to be issued as a supplement to 
the meeting. 
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THE New York Life Insurance Company, in 

the advertisement. appearing on this and the 
following pages, pays tribute to the members 

of the 1942 Nylic Clubs, and particularly to 

the Officers of the Top Club for impressive 
records during the past Club Year. In 1942 there 
are more members in all of the Nylic Clubs than 
in either 1940 or 1941, and the ratio of Club members 
to the total number of agents is greater than it has been 


for a good many years. 


The Company suspended its regular Club Con- 
ferences this year in order to co-operate with the 
Government in its efforts to relieve wartime congestion 
on the railroads. As a substitute for the regular 
business sessions, the September issue of the Nylic 
Review was a “Convention on Paper.’’ Every agent 
of the Company was thereby given the benefit of the 
contributions which 


delivered in person at the Top Club Conference. 


would normally have been 


** * * 

There are three Nylic Clubs: The $100,000 Club, 
$200,000 Club and Top Club. While a member of the 
Top Club is recognized by his associates and friends 
as one of the outstanding leaders in the Company’s 
$200,000 Club 
has won great success and stands near the top, member- 
ship in the $100,000 Club is also an achievement 
deserving of high praise. 


Field organization, and a member of the 


The Officers of the Top Club represent the leading 
agents of the Company. The President of the Top 
Club is the Field representative who pays for the 
largest volume of new business during the Club year, 
under Club rules. 
term and the Chairman of the Advisory Board is the 
leading past President of the Top Club. The five 
made the 


The Presidency is limited to one 


Vice-Presidents-at-Large are those who have 
best Club records throughout the United States and 
Canada, aside from the Top Club President and the 
Chairman of the Advisory Board (except that no two 
may come from the same Department). Following 
these are the.seventeen Department Vice-Presidents, 
who have had the best Top Club records in each of 
the regional Departments. 

* * * * 
The Club records this year are unusually impressive 
and encouraging. The President of the 1942 Top Club, 


The TI42 Ny 





ie 


Mr. Irving Freed, paid for a greater amount than 
was secured by the President of the Top Club 





in either of the two previous Club years, and 

qualified for the Million Dollar Round Table 

of the National Association of Life Under- 

writers. First Vice-President-at-large George J. Lucas 
also qualified for the Million Dollar Round Table. 


(Club records represent “rock-bottom” figures. For 
example, no term insurance is counted and quarterly 
and semi-annual business is counted pro rata, that is 
$250 or $500, respectively, as each quarterly or semi- 
annual premium is paid.) 


Each of the five Vice-Presidents-at-Large earned his 
position with a greater individual volume of business 
than was secured by the corresponding officers in 


either 1940 or 1941. 


This year, the combined paid business of the 
twenty-four Top Club Officers, including the Chairman 
of the Advisory Board and the seventeen Department 
Vice-Presidents, exceeded the corresponding combined 


totals for 1940 and 1941. 


More Club members paid for over $200,000 business 
in the 1942 Club year than in either 1940 or 1941. 


The number of paid applications secured by the 
seventeen Departmental Chairmen of the $100,000 
Club was greater in 1942 than in 1940 or 1941. 


Moreover, in all of the above comparisons we are 
using figures for only eleven months in 1942 as against 
the full twelve months of the 1940 and 1941 Club years, 
for the 1942 Club year was shortened to eleven months 
in order to change the annual date upon which the 
Club year ends. 


** * * 


To the Officers of the Top Club and to their 
associates in the Nylic Clubs, the Company extends 
its sincere congratulations. Club membership is a 
high honor which not only reflects personal achieve- 
ment and success but also carries with it a large measure 
of prestige both in the organization of our Company 


and in the community served by the life underwriter. 











NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York, N. Y 
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>) | 1942 Nylie Top Club 


IRVING FREED 
Third Degree Nylic 
President 
New York, N. Y. 








I. S. KIBRICK GEORGE J. LUCAS DON C. KITE 
Senior Nylic Third Degree Nylic Second Degree Nylic 
Chairman of the Advisory Board Vice-President-at-Large Vice-President-at-Large 
Brockton, Massachusetts Sioux Falls, South Dakota Morgantown, West Virginia 





EDWIN T. GOLDEN, C.L.U. LOUIS K. SIMS ALBERT W. TREBILCOCK 
First Degree Nylic Senior Nylic Third Degree Nylic 
Vice-President-at-Large Vice-President-at-Large Vice-President-at-Large 


San Francisco, California Los Angeles, California Chicago, Illinois 
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BROWN C. WOODBURY HARRY A. McCOLL WILLIAM V. LURIE THEODORE KRAEMER CHARLES ANCHELL 





Third Degree Nylic Third Degree Nylic Third Degree Nylic Second Degree Nylic Second Degree Nylic 
San Francisco, Calif. Colorado Springs, Colo. Lawrence, N. Y. Minneapolis, Minn. New York, N. Y. 














SYLVAN D. EINSTEIN THEODORE WEISS BEN SEKT G. BERTIL GUSTON WILLIAM A. LEAVELL 
Third Degree Nylic Third Degree Nylic Senior Nylic < Freshman Nylic Third Degree Nylic 
Vineland, N. J. Chicago, Ill. Sioux City, lowa Dorchester, Mass. Meridian, Miss. 
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HARRY A. RUVIN EUGENE KENDALL CORNELIUS G. SCHEID IRVING LEVITIN, C.L.U. JOSEF E. JOSEPHS, C.L.U 
Third Degree Nylic First Degree Nylic Second Degree Nylic Third Degree Nylic Second Degree Nylic 
Schenectady, N. Y. Norman, Okla. Cleveland, Ohio Seattle, Wash. Charlotte, N. C. 





LYLE H. CHENEY COY JAY 
First Degree Nylic Senior Nylic 
Pasadena, Calif. Johnstown, Pa. 








On Armistice Day, 1942, the Bankers Life had 
outstanding, in full force and effect, 307,725 policies, 
held by 263,918 policyholders. 

Figuring three to each family head or bread- 
winner (husband, wife and one child) this meant 
that the fortunes, expectancies, comfort and wel- 
fare of 791,754 persons are bound up in the 
Bankers Life Company of Iowa. 

That number is approximately the population of 
St. Louis. It is more than the population of Boston; 
one-half that of Detroit; one-fourth that of Chicago. 

The total insurance in force of the Bankers Life 
of Iowa on September 30, 1942, was more than 
$801,000,000; an increase of more than $17,000,- 
000 in the first nine months of the year. 

No wonder Bankers Life policyholders look at 
the sun shining through the rains and storms of 
war and see at the end of each rainbow a pot of 
gold in the form of sustenance and safety through 
Life Insurance. 

“We figure to ourselves 

The thing we like; and then we build it up, 

As chance will have it, on the rock or sand, 

For thought is tired of wandering o’er the world, 

And homebound Fancy runs her bark ashore.” 

So wrote the poet a century ago, as true today 
as then. For Life Insurance is poetry as well as 
prose. President Gerard S. Nollen expressed this 
idea clearly in a recent message to the Field and 
Home Office personnel, from which we quote: 

“Life Insurance is big business, but big only because 
millions of American citizens have joined in using this 
instrumentality to provide greatly needed, but very 
moderate, financial security for themselves and their 
families. ... No other form of investment can take 
its place. Except for life insurance, millions of fami- 
lies would suffer hardship upon the death of the bread- 
winner. 

“When adversity comes to a family, either through 
the death of the breadwinner or through illness or 
financial reverses, life insurance furnishes funds of 
inestimable value in meeting such emergencies. 

“That fact was demonstrated with unusual effective- 
ness during the last depression. During those hectic 
years, millions of men and women were saved from 
want, and business enterprises were saved from bank- 
rs ow through the benefits which life insurance pro- 
vided.” 

The bark of Life Insurance, steered true to its 
course, is bound toward almost 800,000 Bankers 
Life policyholders, beneficiaries, and dependents, 
bearing its precious cargo of Hope, Relief, Safety, 
Salvation. 

The Rainbow's End and the Port of Protection are 
one and the same. 


BanxeErsZ/fe 
the Double Duty Dollar 












VICTORY TAX 


OLLOWING is our interpretation of that portion 

of the Revenue Act of 1942 dealing with the Victory 

Tax and the credit allowed against it for life insur- 
ance premiums. It should be borne in mind that this 
section of the Act lends itself to different interpretations. 
The passage of time and perhaps some official rulings 
will probably be necessary in order to establish its mean- 
ing in some respects. 

A brief explanation of the salient features only is 
given herewith and then will follow a typical example. 
Computation of the Victory Tax begins where the in- 
dividual’s income tax ends. That is to say, a person 
makes his usual deductions and arrives at a net income 
figure; on this net personal income tax is computed 
From this same net figure is deducted $624—in most 
cases—in calculation of the Victory Tax—plus pre 
miums paid for life insurance policies in force on Sep- 
tember 1, 1942. Other credits are also listed, but for 
our purpose we are illustrating only the credit for life 
insurance premiums. The Victory Tax is 5% of the 
net amount thus computed. 

The deductions mentioned above—in excess of $624 
cannot exceed the post war credit. This credit amounts 
to 25% (for single men) and 40% (for a married man 
with a dependent wife) of the Victory Tax. Credit is 
the correct terminology since the amount allowed—ex- 
cept in rare cases—can only be used to reduce the 
amount paid in future income taxes. 


Example 


Now let us take as an example a married man with a 
dependent wife having an income of $3,600 annually. 
Assuming he has normal deductions of $1,600, this 
leaves a net of $2,000 on which he computes his regular 
income tax. For the Victory Tax he is then allowed to 
deduct $624 more. This gives us a figure of $1,376. He 
pays $150 per year for insurance premiums for himself 
and wife. The popular impression is that he could then 
deduct these payments from $1,376 but such is not the 
case. ° 

Our problem is io ascertain 40% of the Victory Tax. 
If we use the factor .0196—for single men the figure is 
0123 (25% of the Victory Tax)—and multiply $1,376 
by it, we secure $26.97. This is the approximate maxi- 
mum amount that can be deducted for insurance pre 
miums and/or other. Subtract this figure from $1,376 
and the net amount is $1,349.03. The Victory Tax is 
5% of this net, or $67.45. After cessation of hostilities 
the taxpayer in question is entitled to a 40% credit, or 
$1,000, whichever is lesser—for a single man the figures 
are 25%, or $500. This credit in either case cannot ex- 
ceed the deduction taken for life insurance premiums 
or other, as pointed out above. We find by simply multi- 
plying that 40% of $67.45 is $26.98. As a result the 
deduction taken was in order. 


Withholding Tax 


The so-called “Withholding Tax” has a bearing on 
the method of payment but not on the amount of per- 


BEST'S LIFE NEWS 








gona 
the < 


or a 
pute 
how 
mon 
or i1 
the 
wag 
the | 
F 
duct 
clair 
due 
in tl 
peo} 
tax. 
fore 


(4) 


Bell 
Me 
Pru 
Che 
Nat 
Ne 
Eq 
Gui 
Pet 
Sta 
Ba 


~ 


Co 
Ge 
So 





Its 
al 


he 





sonal taxes. In the case of our wage-earner used above, 
the amount of the “Withholding Tax” can be computed 
or a figure from a schedule in the law used. If com- 
puted there is a deduction of $52—varies, depending on 
how often paid—when the individual is paid by the 
month. The amount of the tax is 5% of the sum left, 
or in this specific case, $12.40—5% of $248. By using 
the schedule we find under monthly payroll that “if 
wages are over $280 but not over $320, the amount of 
the tax to be withheld shall be $12.40.” 

From the wages of our taxpayer there would be de- 
ducted $148.80 in one year. This amount cannot be 
claimed as a credit but can be used to pay the amount 
due on (1) Victory Tax; and (2) regular Income Tax 
in that order. It should also be pointed out that not all 
people receiving wages are subject to this withholding 
tax. Exemptions are: (1) those serving in armed 
forces; (2) farm workers in general; (3) domestics ; 
(4) casual labor and a few others. 


BILLION DOLLAR CLUB 


Assets in Thousands 


Dec. 31, 1941 Dec. 31, 

Company or later 1940 
Bell Telephone .......... $ 5,893,765 $ 5,484,988 
Metropolitan Life ........ 5,648,047 5,357,791 
Prudential Insurance ..... 4,556,085 4,263,955 
Chase National Bank ..... 3,869 464 3,824,403 
National City Bank ...... 3,128,264 3,095,466 
New York Life .......... 2,987 ,269 2,869,735 
LS ee 2,740,635 2,564,466 
Guaranty Trust Co. ...... 2,587,712 2,718,966 
a ee ees 2,452,661 2,396,141 
Standard Oil, N. J. ...... 2,202,351 2,071,537 
Bank of America, 

(Os ig. Se, a aa ere 2,143,202 1,817,535 
U. S: Steel Corp. ......:. 2,045,021 1,854,585 
ee ae oo ee 1,881,883 1,841,612 
oe SSG rrr 1,864,564 1,620,004 
General Motors .......... 1,747,250 1,535,916 
Southern Pacific ......... 1,586,742 1,560,876 
6 es . 1,541,952 1,484,904 
First Nat’l, Chicago ...... 1,476,687 1,238,291 
Northwestern Mutual .... 1,439,890 1,359,000 
Consolidated Edison ..... 1,403,618 1,383,148 
SSRN IE MES oie ices sable 1,344,861 1,317,729 
Central Hanover ........ 1,337,117 1,398,058 
Bankers Trust Co. ....... 1,336,855 1,579,523 
Baltimore & Ohio ........ 1,265,906 1,228,785 
Union Pacimc ......0600. 1,250,666 1,212,351 
Com. & Southern ........ 1,168,019 1,140,884 
J. Hancock Mutual ...... 1,166,498 1,054,369 
Teawelers Ime, ........... 1,156,436 1,098,664 
Manufacturers Trust .... 1,136,819 1,050,459 
Cities Serwiee .......64.. 1,086,831 1,067,786 . 
du Pont de Nemours ..... 1,069,399 934,892 
Chemical Bank .......... 1,048,729 958,388 


Wo cous ean es wee 





$67,565,207 $64,385,219 


(Compiled by and reprinted through the courtesy of the 
United Press.) 
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PILOT LIFE 


Emry C. Green, President se$ 


Liberal Agency Contracts 
Available to Texas Men Who Can 
Qualify to Represent the Amicable 

In Texas 


An APP-A-WEEK 
For 25 Years 


Twenty-five years of continuous mem- 
bership in the Pilot's App-A-Week Club 
is the distinguished achievement of R. O: 
Browning, General Agent in Burlington, 


Long one of the Pilot's top flight pro- 
ducers of quality business, Mr. Brown- 
ing has at one time or another won 
every production honor offered by the 
Company, and his faithful and effective 
service has gained for him an ever-wid- 
ening circle of satisfied policyholders. 

Mr. Browning’s achievements stand 
as a monument to his quarter of a cen- 
tury of service, and are a distinct credit 
to the entire insurance fraternity. 


xx* 


INSURANCE 
COMPANY 





GREENSBORO, NW. C. 








LTHOUGH we recognize that 

the new Revenue Act sub- 
stantially increases taxes to be col- 
lected, it is important for Agents to 
realize that this affords an oppor- 
tunity to place additional life in- 
surance in many situations. 


Cover Unpaid Balances 


For example, the very fact that 
the personal income taxes have been 
increased under the new Act, en- 
larges the number of people who 
should have additional amounts of 
life insurance proceeds available at 
death to meet any balance of per- 
sonal income tax that may be due 
at that time. The thoughtful agent 
will always remember that the tax- 
payer who pays his income tax 
quarterly is usually at least a year 
in debt to the Government. For in- 
stance, if he dies after paying the 
first quarterly installment, he owes 
the Government three quarters of 
his tax on the previous year’s in- 
come and a tax on the new year’s 
income up to the date of death. If he 
dies just before making his quarterly 
payment, he may owe the Govern- 
ment approximately fifteen months 
taxes. Even the taxpayer who pays 
his income tax annually, may leave 
an obligation in unpaid income taxes. 
Should he die before the next annual 
payment in March, he will be in debt 
to the Government for nearly fifteen 
months income tax. 


Tax Table 


A simple reference to the Income 
Tax Table will clearly illustrate the 
importance of this fact in suggesting 
additional single sum insurance for 
a prospect in a large income range 
than ever before. Therefore, the 
agent should either suggest addi- 
tional insurance for this purpose or 
rearrange the program to make this 
money available. The following 
comparison clearly illustrates the in- 
crease in taxes for a married person 
having the net incomes indicated, 
before deducting the Personal Ex- 
emption or Credit for Dependents: 

You will notice that the new 
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Assurance Society, New York, N. Y. 


Net 1941 1942 
Income Tax Tax 
$ 7,000 $ 687 $1,246 

10,000 1,305 2,152 

15,000 2,739 4,052 

20,000 4,614 6,452 


Revenue Act reduces the total ex- 
emptions for an estate. Under the 
old Act, there was a $40,000 exemp- 
tion for general property and a $40,- 
000 exemption for life insurance 
payable to named beneficiaries, mak- 
ing a total of $80,000. Under the 
new law, the total exemption is $60,- 
000 with no restrictions as to life 
insurance and _ general property. 
Therefore, in those cases where an 
individual had utilized both of the 
previous exemptions in the calcula- 
tion of his Federal Estate Tax un- 
der the old law, he will now find 
that $20,000 has been added to the 
top bracket of the net taxable estate, 
thereby increasing the total taxes. 

For example, an individual owning 
$100,000 of life insurance payable to 
his family plus $100,000 of general 
estate assets would have paid a Fed- 
eral Estate Tax of approximately 
$26,000 under the provisions of the 
old law, whereas under the new Act 
with only the single exemption of 
$60,000, his Federal Estate Tax 
would approximate $32,000 or an in- 
creased taxation of approximately 
$6,000 

This illustrates the importance for 
agents to review all life insurance 
programs they have arranged where 
the estates represent values in ex- 
cess of $80,000. There will be many 
opportunities to render a real serv- 
ice through the sale of additional 
insurance to guarantee liquid funds 
to pay the additional taxation that 
will result. 

Furthermore, we all know that 
many of our clients were accustomed 
to speaking of owning at least as 
much insurance as the exemption 
permitted by law. Since the new 
exemption of $60,000 is not re- 
stricted as to insurance or general 
property, agents may very properly 
suggest that their clients who would 
not leave general property at their 
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(Taken from Equitable Agency Items through the ak | of the Equitable Life 


death, might well consider owning 
insurance at least to a total of $60,- 
000. Also owners of estates with 
asset values requiring an amount of 
taxes at or above $60,000, can re- 
gard life insurance as about the only 
source which can guarantee liquid 
funds to satisfy such taxes. This 
liquid quality in life insurance funds 
is particularly emphasized today 
when compared with the wide fluc- 
tuations of security values in the 
capital market or the lack of markets 
for property investments. 

In connection with the New Vic- 
tory Tax, agents should bear in mind 
that the new Revenue Act provides 
for a credit against the Victory Tax 
each year for premiums on life in- 
surance in force on September 1, 
1942, upon a taxpayer’s life, or upon 
the life of his spouse or upon the 
life of a dependent, up to certain 
maximums; also, a credit for in- 
creases as defined by the law, in his 
Government Bond Holdings. (See 
article “Victory Tax” on page 36.) 


Gift Tax Changes 


Agents should also contact ap- 
propriate clients and remind them 
that the Revenue Act of 1942 has 
changed the specific exemption as 
well as the annual exclusion under 
the Federal Gift Tax Law. -The spe- 
cific exemption under the previous 
law and which will be continued to 
December 31, 1942, is $40,000. A fter 
December 31, 1942, this exemption 
will be reduced to $30,000. The an- 
nual exclusion under the former law 
and which will be continued until 
December 31, 1942, is $4,000 for 
each donee. After December 31, 
1942, this annual exclusion will be 
$3,000. 

It will be readily apparent to the 
underwriter the desirability of sug- 
gesting to those individuals who are 
in a position to do so that they take 
advantage of the continuance of the 
old exemption and exclusion to De- 
cember 31 by making transfers of 
property to members of their family 
to benefit from these exemptions, 
if they have not already done so. 


BEST'S LIFE NEWS 








P 
tion 


Salz 


T 
14th 
ritot 
and 
und 
Yor 
by | 
the 
Stat 
pro 
ante 
vati 
thre 
mai 
son 
the 
gen 
wil 
ant 
the 
are 
Th 
of 
Ag 
$4( 
65, 
Ag 








ng 
0,- 
ith 
of 
re- 
ily 
1id 
his 
ids 
ay 
Ic 
he 
ets 


nd 
les 


in- 


on 
he 
Lin 
in- 
his 
ee 
) 


ip- 
om 
las 


re 
he 
ie- 


ot 


1S 


's$ 








Salvation Army Annuities 


Please give me detailed informa- 
tion concerning the annuities of the 
Salvation Army. 


The Salvation Army, 120 West 
14th St., N. Y. C. (Eastern Ter- 
ritorial Headquarters) is a religious 
and charitable corporation organized 
under the laws of the State of New 
York, and the Gift Annuities issued 
by it are under the supervision of 
the Insurance Department of the 
State of New York. The annuities 
provide a stipulated income, guar- 
anteed by the resources of the Sal- 
vation Army, to an _ annuitant 
throughout life. At death the re- 
maining balance may be assigned to 
some special branch of the work of 
the Salvation Army, otherwise the 
general activities of the organization 
will benefit thereby. The amount of 
annuity is determined by the age of 
the annuitant ; sums of $100 or more 
are received on the annuity plan. 
The yearly income for each $1,000 
of gift is as follows: Age 35, $25; 
Age 40, $30; Age 45, $35; Age 50, 
$40; Age 55, $45; Age 60, $47; Age 
65, $51; Age 70, $55; Age 75, $62; 
Age 80 and over $70. 


Change Recommended 


It is very kind of you to offer de- 
tailed information concerning the 
proposition submitted by the subject 
company relating to a change from 
an assessment to a legal reserve pol- 
icy. The company’s letter and other 
material are enclosed herewith for 
your study. 


The company is correct in their 
statement concerning the situation 
regarding this policy and others sim- 
ilarly placed. It is desirable for pol- 
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icyholders in these old assessment 
groups to transfer to a level pre- 
mium legal reserve basis wherever 
possible, because the members in 
these groups are being transferred 
to the legal reserve basis and no new 
members are being included in the 
old group. This has been true since 
1929, as a result of which the old 
membership now has a high average 
age and when the remaining assess- 
ment fund becomes exhausted the 
company will have no recourse but to 





EDITOR'S NOTE 


Our Full Service subscribers are en- 
titled, under their contract, to request 
special information on any life insurance 
subject at any time. Their inquiries are 
received through all channels of commu- 
nication and i iate resp s are 
made thereto. Some of these questions 
are presented here, together with the 
editor's answers. All entries are necessarily 
abbreviated and in some cases identities 
are eliminated for reasons which are ob- 
vious. Although we cannot undertake to 
answer questions of this nature from our 
“News Readers” (our correspondence is 
very heavy and many hundreds of "'Serv- 
ice" inquiries are received) we hope they 
will find some interest in this feature. 














place these policies on a current cost 
basis. There is no limit as to the 
amount of premiums that may be 
called for except that dictated by the 
experience in this group. This is the 
old story of assessment insurance 
working out in a particular. case. 
This exchange is advisable, and note 
that it may be done without evidence 
of insurability, which is a valuable 
option, particularly for one of the 
age of the policyholder concerned 
here. 

The illustrations outlined by the 
company are clear; what they are 
doing is to grant a concession or a 
pro rata credit representing the 
equity of these old policies in the 


assessment reserve fund and apply- 
ing these credits to the back-dating 
of a policy for as long as this credit 
will permit—that is, to establish a 
policy with current cash values, etc. 
After this calculation there is an ad- 
ditional cash credit available which 
may be applied to reduce current , 
premiums on the new policy. If we 
could tell now when this policyholder 
would die, or when the assessment 
fund would become exhausted, the 
problem would be simple. There 
seems to be no logic in taking a 
chance and going along on the as- 
sessment basis because this might 
very well become a very burdensome 
procedure. The situation concerning 
possible increase in assessment rates 
will not become better; it can only 
become worse. It would appear ob- 
vious that to safeguard the policy- 
holder’s equity he should transfer 
and have in an adequate rate depart- 
ment a policy that will be paid in full 
upon death. 


Borrowers Insurance 


Kindly advise the names of the 
companies which would write insur- 
ance in connection with loans granted 
by a Church to college and university 
students, total loans being about 
$50,000 a year and individual loans 
ranging from $50 to $500. 


The following insurance compa- 
nies were organized for the specific 
purpose of writing Creditor or Bank 
Loan or other form of instalment in- 
debtedness insurance: The Co-op- 
erators Life Mutual, Milwaukee, 
Wis.; the Cuna Mutual Insurance 
Society, Madison, Wis.; the Credit 
Life Insurance Company, Spring- 
field, Ohio; Morris Plan Insurance 
Society, New York, N. Y.; the Old 


(Continued on next page) 
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United Life and Accident 


Insurance Company 
CONCORD, N. H. 


Representatives 
have something unusual to sell. 
Ask the man who owns a United 
Life and Accident Insurance 
contract which contains: 


1. Life Insurance 

2. Double Indemnity 

3. Triple Indemnity 

4. Non-cancellable 
Accident Insurance 


gi 


. Waiver of Premium 


Territory Available for New Gen- 
eral Agencies in Pennsylvania 
and Delaware 


Write 


WILLIAM D. HALLER 
Vice President and Agency 
Manager 























Vey Feltowa! 
Cir ligenta 
You can, toc. Wate 


— Marry V. Wade 


Standard Life 


INSURANCE COMPANY of INDIANA 
» INDIANAPOLIS - 


GENERAL AGE 


ky * 








College graduate, married, two chil- 
dren, desires permanent position as ex- 
ecutive assistant or junior executive in 
a Home Office publications, public re- 
lations, or agency department. Diver- 
sified Life Insurance experience in a 
managerial capacity. Age 27. Box 
121. 
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Service Information—Continued 


Republic Credit Life Insurance 
Company, Chicago, Ill. 

The following regular life insur- 
ance companies will also consider 
writing business of this type: Aetna 
Life Insurance Company, Hartford, 
Conn.; Bankers National Life In- 
surance Company, Montclair, N. J.; 
Columbian National Life Insurance 
Company, Boston, Mass. ; Connecti- 
cut General Life Insurance Com- 
pany, Hartford, Conn.; Lincoln 
National Life Insurance Company, 
Fort Wayne, Ind.; Manhattan Life 
Insurance Company, New York; 
Occidental Life Insurance Company, 
Los Angeles, Cal. ; Prudential Insur- 
ance Company, Newark, N. J., and 
United States Life Insurance Com- 
pany, New York, N. Y. 


No Dividend 


A policyholder of mine and his 
wife are questioning the financial 
standing of the above company be- 
cause it did not pay a dividend on his 
policy this year. Please send me an 
up-to-date financial report and com- 
ment concerning the dividends. 


The financial standing of this 
company is sound, as you will note 
from our enclosed analytical review. 

You did not give us information 
concerning the particular type of pol- 
icy involved but it is possible that 
your client has a Paid-Up policy 
under which dividends have been 
reducing quite steadily during late 
years, and in some cases on old 4% 
policies (some of which are still in 
force in this company) dividends 
have been discontinued. It is true 
that this company did reduce its divi- 
dends but it did not discontinue them 
entirely, except perhaps on a few 
types of policies, such as the Paid-Up 
policies and also on policies where 
the Disability Income benefits were 
eating up earnings. A Paid-Up Life 
insurance policy does not ordinarily 
contribute much in the way of earn- 
ings to provide a dividend because 
mortality is generally higher than on 
the average policy and since no new 
premiums are being received the pos- 
sible savings from loadings are ab- 
sent, usually leaving only excess in- 
terest earnings. In view of the trend 
of interest earnings for the entire life 
insurance industry, these dividénds 





have become smaller and smaller and 
in some cases eliminated entirely, 
only because they are not being 
earned. As to reducing dividends on 
policies containing unprofitable dis- 
ability income benefits, this has been 
current practice for many compa- 
nies for some years now. The theory 
is that the policyholders who benefit 
by the possession of these valuable 
disability income provisions should 
pay the cost of carrying the same 
and hence dividends on the life in- 
surance feature of their policy in 
many cases have been reduced and 
in some discontinued entirely. 


Open to Censure 


I should like your opinion con- 
cerning this situation: A_ policy- 
holder in the Blank Life has come 
to me for advice relative to a matur- 
ing endowment that carries a lien 
(the original company went througi 
recewvership) and against which 
there is an additional lien in the form 
of a loan, which a salesman of the 
company induced her to take out for 
the purpose of purchasing about 
$280 of stock in the insurance com- 
pany. This “smoothie” told this 
policyholder, according to her state- 
ment, that she need not pay for this 
stock until her Endowment matured. 
It appears to me that misre presenta- 
tion is involved because the company 
immediately placed a loan at 6% 
interest against the policy and de- 
ducted the whole business from the 
proceeds due. She insists that she 
did not sign a loan agreement, but 
regardless of that this seems to me 
to be sharp shooting of the worst 
sort. The result works out to this: 
She has thus far received about $385 
plus $45 for a full $1,000 Endow- 
ment. She has in addition the shares 
of stock in this company, but I have 
tried several dealers and apparently 
there isn’t any market for this stock 


We believe that this is a situation 
that should be brought to the atten 
tion of the insurance department of 
your state for official comment. The 
practice of recommending a loan 
against a policy already heavily im- 
paired, for the purpose of purchas 
ing stock in the insurance company, 
is in our opinion open to severe 
censure. [ED. Note: See Best's 
Octosper Lire News article on 
“Stock With Policy.” 
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NAMES FOR POLICIES 


N AGREEMENT that titles 

should not be permitted for in- 
surance policies, particularly acci- 
dent and health, is reported to have 
been reached at a recent meeting of 
Zone 4 (Central Conference) In- 
surance Commissioners. What fur- 
ther action may be taken is not 
known, but the subject is important 
enough to demand careful considera- 
tion by supervisory officials. The 
practice of naming policies is one 
of long standing for the accident and 
health insurance business, as well as 
in other lines, and has the obvious 
merit of providing both agents and 
the public with a ready means of 
identification of individual forms of 
contracts. 

Extravagance in policy titles is not 
good for the accident and health 
business, and this is undoubtedly 
what is causing the commissioners 
some concern. Yet the standard 
companies are well aware of this, 
and their policies are not the of- 
fenders. The use of flagrantly ex- 
aggerated descriptions for contracts 
is now a rare occurrence. They are 
most attractive to the border-line, 
struggling writer of limited policies, 
and the entire business is injured by 
the acts of companies over-anxious 
to improve their competitive posi- 
tion. 

The approval of policy forms and 
their titles is a power held by most 
insurance commissioners. Under 
this authority, the commissioners 
can readily give individual considera- 
tion to policies and titles submitted 
ior approval, and thus put a stop to 
extravagant language without losing 
the benefits of proper policy descrip- 
tions. 
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NON-CAN. COMPANIES 
LIBERALIZE ARMED 
SERVICES PROVISIONS 


EVEN Massachusetts companies 

have voluntarily adopted a liberal 
plan under which holders of non- 
cancellable accident and health poli- 
cies are granted reduced premiums 
during the suspension of coverage 
while in military or naval service. 
The plan was the result of a confer- 
ence with the Honorable Charles 
F. J. Harrington, commissioner of 
insurance of Massachusetts, and the 
subscribing companies are the 
Craftsman, Loyal Protective Life, 
Massachusetts Casualty, Massachu- 
setts Indemnity, Massachusetts Pro- 
tective, Paul Revere Life, and Mon- 
arch Life. 

The policies usually suspend 
coverage while the policyholder is 
outside the United States, and war 
hazards are not covered. These limi- 
tations reduce the value of such con- 
tracts while coverage is restricted, 
and full premium payments are not 
then justified. The new plan allows 
affected policyholders one or a choice 
of the following privileges: Sus- 
pended coverage at a reduced pre- 
mium while in the armed services, 
with the privilege of full restoration 
on discharge, or reinstatement on 
discharge at the then attained age, 
based on the rates in effect when the 
policy was issued. 

Policies will be restored without 
evidence of insurability, and dis- 
ability due to accident or illness 
originating while benefits are sus- 
pended is not covered. Within limits, 
the companies may prescribe the 
time within which policyholders 
must act to take advantage of the 
plan, but lapsed policies may be rein- 
stated within six months from No- 
vember 1, 1942. 





ACCIDENT CLAIMS 


HE latest analysis of claims paid 

by the Aetna Life Insurance Com- 
pany under personal accident pol- 
icies shows that the company has 
paid more than $53,000,000 for 
398,962 accidents. Falls accounted 
for 23.7% of these claims, automo- 
bile accidents for 18.3%, sports and 
recreation mishaps for 11.1% and 
cuts with hand tools for 5.1%. These 
four categories make up nearly 
three-fifths (58.2%) of all the 
claims paid. Although falls were the 
most numerous, automobile acci- 
dents were by far the most expensive 
with a total of $17,764,363 paid as 
compared with $10,109,566 for falls. 

Among the various other kinds of 
accidents for which the Aetna Life 
has paid more than a million dollars 
are: travel (other than automobile) 
nearly $4,000,000; riding and driv- 
ing horses, $1,750,457; bathing and - 
drowning, $1,724,676; tripping over 
rugs and other obstacles, $1,036,778. 
While the bulk of the accidents in- 
volving horses dates back several 
decades, which is also true of bicycle 
accidents, claims for both of these 
types of injuries are expected to in- 
crease as a result of restrictions in 
the use of automobiles. 


A. & H. WEEK SUSPENDED 


AROLD R. GORDON, chair- 

man of the general committee 
for Accident and Health Insurance 
Week, has announced that there will 
be no official observance of the week 
in 1943 and subsequent years during 
the war. The general committee will 
continue to consider publicity and 
promotional aspects of the accident 
and health business, and will resume 
its special duties after the war. 

(Continued on next page) 
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A. & H. Devélopments—Continued 


ALEXANDER NOW 
COMMISSIONER 


ALPH H. ALEXANDER, Act- 

ing Commissioner of Insurance 
for Pennsylvania since the death of 
Colonel Matthew H. Taggart July 
23rd, was appointed Insurance Com- 
missioner November 5, 1942 by 
Governor James, taking his oath of 
office November 9th. 


ENROLLMENT OF HOSPITAL 
PLANS 


N ENROLLMENT of 9,863,- 
695 subscribers and dependents 
is reported at September 30, 1942, 
by the seventy-one hospital service 


plans approved by the Hospital 
Service Plan Commission of the 
American Hospital Association. The 
total is divided into 4,643,321 sub- 
scribers and 5,220,374 family par- 
ticipants. Five additional plans 
were admitted to the approved list 
of the American Hospital Associa- 
tion at its recent meeting in St. 
Louis. 


INSURANCE ECONOMICS 
SOCIETY 


HE preliminary organization of 

the Insurance Economics Society 
has been completed with the election 
of temporary officers, and a meeting 
will shortly be held to elect a com- 
plete slate of officials. 

The temporary officers are C. O. 
Pauley, president; C. W. Young, 


first vice-president; C. A. Craig, 
second vice-president; F. M. Wal- 
ters, secretary; and W. T. Grant, 
chairman of the executive committee, 
E. H. O’Connor is executive direc- 
tor and Harold R. Gordon is man- 
aging director. 


GREAT-WEST ADDS COVERS 


HE shift of “white-collar” work- 

ers to industrial employment and 
other changes under war conditions 
have induced the Great-West Life 
Assurance Company to make addi- 
tions to its accident and health pro- 
gram. Non-occupational coverage is 
being stressed, and the company will 
now consider risks in the “D” to 
“F” classifications. It will also write 
children of school age for medical 
expenses resulting from an accident. 





SPECIALISTS — INSURANCE PROFESSIONS 


CALIFORNIA 





Barrett N. Coarzs Cart E. Herroets 


COATES & HERFURTH 


CONSULTING ACTUARIES 
582 Market Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ACTUARIES 
INDIANA 


NEW YORK 





HARRY C. MARVIN 


Consulting Actuary 


221 E. Ohio Street 





INDIANAPOLIS, INDIANA 








ILLINOIS 





DONALD F. CAMPBELL AND 
DONALD F. CAMPBELL, JR., 
CONSULTING ACTUARIES, 

35 Yrs. of Service 


160 NORTH LASALLE STREET, 
CHICAGO, ILLINOIS 


Telephone STAte 1336. 








HARRY S. TRESSEL 


Certified Public Accountant 
and Actuary 
10 8. La Salle Street 
Chicago, Ul. 
M. Wolfman, A.A.LA. 
N. A. Moscovitch, Ph.D. 
L. J. Lally Franklin 4020 








INDIANA 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


Frank J. Haight, President 


INDIANAPOLIS OMAHA 








MISSOURI 





CARROLL E. NELSON 


Consulting Actuary 
Central 3126 
915 Olive Street ST. LOUIS 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone Barclay 7-3428 








Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 








NEW YORK 





WOODWARD, RYAN, SHARP 
& DAVIS 
Consulting Actuaries 
41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 








Miles M. Dawson & Son, Inc. 
Consulting Actuaries 
500 Fifth Avenue 





NEW YORE CITY :-: WN. Y. 








FACKLER & COMPANY 


CONSULTING ACTUARIES 
S W. 40th Street 





New York City 








PENNSYLVANIA 








FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 

E. P. Higgins 





THE BOURSE PHILADELPHIA 
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Aetna Life: Last month Charles O. Win- 
ter, 88, of Rockville celebrated his 69th 
year with the company. This could be a 
record for insurance company service. 
Two additional points are of interest. In 
the first place, Mr. Winter came to the 
Aetna on a temporary basis in 1873; sec- 
ondly, we are advised that he did not lose 
one day through illness during his long 
period of service. 


x & 


Bankers Life of lowa: President Gerard 
S. Nollen recently delivered an address to 
an assembly of all home office employees 
entitled “The Life Insurance Worker in 
War Time.” The speech was prepared in 
booklet form and has been distributed to 
members of the Home Office and Field 
organization. In Mr. Nollen’s talk he 
outlined the country’s needs in time of 
war. These are men, materials, money 
and morale. In explaining each he showed 
very clearly the important part that life 
insurance is taking. 


xx«r* 


Berkshire Life: Robert P. Rhodes has 
been appointed Assistant General Agent 
for the company in their Baltimore 
Agency. Mr. Rhodes has been in the in- 
surance business for 20 years. 


x*«* 


Chicago Association of Life Under- 


writers, Inc.: James H. Brennan recently 
announced that the 2 billion dollar mark 
had been passed by life insurance agents 
in the United States in their voluntary 
nation-wide campaign for War Bond sales 
and pledges. In the Chicago area the total 
sales and pledges are between $18,000,000 
and $20,000,000 a month, according to 
Treasury Department compilations. This 
means approximately $209 per family for 
the Chicago metropolitan area. 

The second of the Fall series of re- 
gional meetings was held on November 
19. The Borden & Busse film, “How to 
Make a Sales Presentation Stay Pre- 
sented” was shown and several interesting 
talks were given. 


x* 


Columbian National Life: Roger W. 
Babson and General John H. Sherburne 
were recently elected Directors, according 
to information received from the com- 
pany. Mr. Babson is one of America’s 
leading economists, while General Sher- 
burne is Senior Member of a Boston law 
hirm, 
x*k 


Connecticut General: An opportunity 
to compare a career in life insurance with 
other businesses is one of the introductory 
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RECENT DEVELOPMENTS 


IN THE FIELD 


features of a 32 page book entitled “New 
Horizons in Life Underwriting.” In pub- 
lishing the book the company presents a 
comprehensive picture of the range of op- 
portunities which the life insurance busi- 
ness offers new men today. These oppor- 
tunities are not only for financial success 
and the building of a full and satisfying 
career, but also for an ever widening 
scope of usefulness and service to the 
public in meeting present world conditions. 

The company recently closed a Group 
Life insurance case on the Elmira Area 
Soaring Corporation. The case covered 
158 lives for $217,000 of insurance. James 
R. Beecher, Treasurer of the Elmira Area 
Soaring Corporation, in his letter to em- 
ployees, said: “We recommend this plan 
to every employee. It is simple; it is 
sound; it is inexpensive—and it works.” 

Vice President F. Hobert Haviland has 
advised the appointment of Blake B. Har- 
rison, Manager of the company’s Wash- 
ington, D. C. office. Mr. Harrison re- 
places Captain Jack F. Crofoot who has 
recently been called to active service with 
the U. S. Army. 


x ** 


Connecticut Mutual: Eleven of the com- 
pany’s 72 general agents have entered 
military service—five in the Navy, five in 
the Army, and one in the Coast Guard. 
William H. Siegmund, of Los Angeles, is 
now a Lieutenant Commander and Wil- 
liam V. Power, a Lieutenant in the Navy; 
Charles J. Zimmerman, Chicago, William 
T. Earls, Cincinnati, and D. Conrad 
Little, Richmond, Lieutenant Commander 
and Lieutenants, respectively, in the Navy. 
C. F. Merrifield, Portland, Oregon, is a 
Lieutenant in the Coast Guard. James L. 
Moss, Louisville, Kentucky and Earl F. 
Colborn, Rochester, are both Captains in 
the Army Air Corps; G. Archie Helland, 
San Antonio, and Harris G. Lyman, New 
Orleans, are Second Lieutenants in the 
Army, while John E. Bailey, Nashville, 
is a First Lieutenant. 

In most cases it has been possible to 
put a man in charge who was already 
supervisor in the Agency. One Agency 
recently established at New Orleans, how- 
ever, has been closed for the duration. 


x** 


Connecticut Savings Bank Insurance: 
On October 31 of this year, the amount of 
insurance in force totalled $1,013,950. 
Slightly over 60% of the applications are 
from people in the wage-earning class. 
Approximately 82% of the applications 
are for $1,000 or less of insurance and 
the percentage of applicants who have had 
no previous insurance at the time of mak- 
ing such application continues to be about 
45%. At the present time there are eight 
issuing and ten acting as agency banks. 









Continental American Life: Fach year 
the company celebrates October as 
“Founders’ Month.” In so doing an inter- 
company contest is held; the Agencies 
operating in New York State are pitted 
against the Agencies operating in all other 
States in which the company is repre- 
sented. This year the Anzel Agency, New 
York, was the winner. Oscar Newman, 
who has been in the life insurance busi- 
ness less than one year, was the leader 
for the winning Agency. During October 
he placed 20 cases. 


x~x* * 


Fidelity Mutual Life: With the termina- 
tion of the partnership of Kelly & 
Thomas as Managers for the company’s 
greater New York Agency on November 
29, I. Austin Kelly, III, assumed the 
Managership. 


ee = 2 


Franklin Life: B. J. Settegast, attorney of 
Houston, Texas, has recently been ap- 
pointed Assistant to President Charles E. 
Becker. 

x kk 


Manufacturers Life: John R. Rhoads, 
Agency Assistant for the company in 
Philadelphia, has enlisted in the United 
States Army Air Corps. Mr. Rhoads came 
to the Manufacturers Life in May, 1939 
after nine years of life insurance experi- 
ence in Philadelphia. 


ee 2 & 


Massachusetts Mutual Life: Charles W’. 
Hall, Assistant Director of Agencies, has 
been loaned for a period of three months 
to the Treasury Department in its Bond 
campaign in Western Massachusetts. Mr. 
Hall will serve as a Special Consultant, 
War Savings Staff, and pvill also be en- 
gaged in the establishment and promotion 
of War Bond salary deduction accounts 
among industrial plants in the Springfield 
area. 
x*k 


Mutual Life: Eddie E. Waller, Agency 
Organizer, in the Savannah, Georgia 
office of the company since 1931, has been 
appointed training assistant at the com- 
pany’s home office, according to informa- 
tion received from Ben Williams, Train- 
ing Director. 

Herbert A. Cavanaugh and Ralph Ruch 
have also been appointed training as- 
sistants and they will function under the 
direction of Mr. Williams. 

Robert L. Barbour, formerly Associate 
Editor and executive representative of 
the Insurance Field, New York City, re- 
cently joined the Company. He will have 





43 





Recent Developments—Continued 
charge of the publicity for the company’s 
Agencies, as well as other publicity and 


advertising work. Mr. Barbour is the 
author of several insurance and general 
articles and at one time handled publicity 
for the United States Junior Chamber of 
Commerce. 

J. Roger Hull, Vice President and Man- 
ager of Agencies, has advised the promo- 
tion of E. Herbert Peirce, formerly 
Agency Organizer in Wilmington, Del., 
to the position of Manager of the com- 
pany’s Providence, R. I. Agency. Mr. 
Peirce succeeds 7. F. McGaughan, who 
has been commissioned a lieutenant in the 
U.S. Navy. 

Harry S. Hull, Jr., a representative of 
the company in its Rochester Agency 
since 1937, has been promoted to the 
position of Agency Organizer in Buffalo. 
Mr. Hull will work with W. Merle Smith, 
the Buffalo Manager. 

Ensign Leland T. Waggoner, formerly 
Agency Assistant in the Sales Promotion 
Department in the home office, hasn't for- 
gotten how to sell life insurance. Ensign 
Waggoner is now a member of the in- 
struction staff of the Naval (Women’s) 
Reserve Midshipmen’s School at North- 
ampton, Mass. Shortly after he explained 
the benefits of life insurance (National 
Service), more than 98% of the student 
officers applied for approximately $5,000,- 
000 of insurance, the average size policy 
issued being $6,000. 


THE UNITED STATES LIFE 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


Offers under 
ACCIDENT 


and 


SICKNESS 


coverage for 


WAR WORKERS 


in plant or office — 
on or off the job 
















The policy provides brokers and 
agents with timely coverage to 
offer their prospects in the stead- 
ily growing field of war industry. 


RICHARD RHODEBECK 
Superintendent of Agencies 
101 Fifth Ave., New York, N. Y. 











Northwestern National Life: £. 0. 
Lytle has been appointed General Agent 
for the company’s territory in Peoria, 
Illinois. Mr. Lytle brings 20 years’ ex- 
perience in life insurance selling’ and 
agency building to his new office in the 
Commercial-Merchants National Bank 
Building. 
=x & & 


Occidental Life (Cal.): Seve ral changes 
have been made in the company’s Broker- 
age Department staff, according to in- 
ny gee received from Vice President 

. H. Jenkins. James L. Collins has been 
pe 5 Home Office Brokerage Man- 
ager. His assistant will be J. Edward 
Carnal, who was promoted from his for- 
mer position of Brokerage Manager in 
the Chicago office. Charles A. Fargo, who 
has been assistant, will supplant Mr. 
Carnal in the Chicago Office. Robert L. 


Seiler will in turn occupy Mr. Fargo's 
former position. 

= & @ 
Prudential: £. IWallace Coyle recently 


celebrated his 40th anniversary with the 
company. Mr. Coyle began his career in 
1902 as an agent in Woburn, Mass. He is 
now Superintendent of the Boston No. 2 
District, with offices in Dorchester. 

x *k * 


Security Mutual Life, Binghamton, 
N. Y.: Cornelius C. Van Patten, Treas- 
urer, has been granted a leave of absence 
to become Binghamton district manager 
of the Office of Price Administration. 
He will have charge of enforcement of 
all OPA regulations in an eleven-county 
southern New York area. Mr. Van Pat- 
ten heads a staff numbering approximately 
70 persons at this time. 
x «* * 


State Mutual Life: The September-Oc- 
tober issue of “Field Service,” magazine 
of the company, is dedicated to home 
office employees and field men who have 
entered the armed services. There is a 
picture of each man, together with a short 
history of his life. The number in the 
armed services now totals 83. 
x * * 


Sun Life (Can.): 4rthur B. Wood, Pres- 
ident and Managing Director, has advised 
important changes ep the company’s 
executive personnel. Armitage Ewing, 

.C., retired after 37 years’ association 
with the company, and was succeeded by 
R. D. Taylor, B.A., LL.B., who became 
legal adviser. M. Versailles, K.C., was 
named legal consultant and FE. L. Earl 
was appointed associate secretary. 

=. 2 


The Travelers: Frank NX. Johnson, for- 
merly Manager for the Gulf Oil Corpo- 
ration at Bridgeport, Conn., has been 
appointed a field assistant in the life, acci- 
dent and group departments of The Trav- 
elers Bridgeport office. Harold B. Bullen- 
kamp, formerly Assistant Manager for 
the Louis Reichert Agency of The Trav- 
elers in New York, has been appointed a 
Life. Accident and Group Field Assistant 
of The Travelers, 55 John Street (New 
York) office. Howard G. Richards has 





been appointed Field Assistant in the 
Life, Accident cand Group_Departmcnts 
of the company’s branch office in Dallas, 
and Roger T. Stevens, is the new ap- 
pointee as a Field Assistant in the Lite, 
Accide nt and Group Departments of the 
company’s branch in Chicago (Insurance 
Exchange). 

Elwyn G. Hughes and Ernest W. Gray, 
Jr. have also been named Field Assistants 
of the company’s 55 John Street, New 
York and Kansas City, Missouri offices, 
respectively. Their duties will cover the 
Life, Accident and Group Departments of 
each of these offices. 


x * * 


Union Central Life: Vice President 
Wendell F. Hanselman has advised the 
appointment of Robert D. Ww illiamson as 
Manager of the company’s Nashville 
Agency. This Agency now represents a 
consolidation of the former Nashville 
and Knoxville Agencies. Mr. Williamson 
was formerly with the Union Central 
from 1934-1940 and was in the Agency 
Department of the Shenandoah Life prior 
to accepting his present position. 

Charles B. Knight Agency, Inc., New 
York, N. Y. advise a total paid-for busi- 
ness for October, 1942 of $917,728. This 
brings the total for the first 10 months 
of this year to $17,848,294 as compared 
with $15,599,692 for a similar period of 
1941. 

Olney W. Hill, Manager of the Bur- 
lington, Vermont Agency, has accepted a 
commission as Lieutenant (jg) in the 
United States Navy. 

+ 2 2 


Washington National: R. 4. Melver, 
one of the actuaries for the company, 
was recently elected President of the Chi- 
cago Actuarial Club. 

x * * 


Western & Southern Life: Following a 
meeting of the board of directors recently, 
Charles F. Williams, President, an- 
nounced the election of A. O.-Payton, 
Lauren Schram and W. O. Burns as 
Vice Presidents. Each of these men will 
also continue supervising divisions B, C 
and D respectively. The new Vice Presi- 
dents have all served the company for 
many years. Mr. Payton started in 1919, 
Mr. Burns in 1927 and Mr. Schram in 
1931. 
x * * 


Women Underwriters Meet: A Wom 
en’s Sales Congress was held in New 
York City on November 17 for all women 
underwriters, per announcement by Elsie 
M. Matthews, Connecticut Mutual, New- 
ark, Chairman of the Women Underwrit- 
ers’ Committee of the National Associa- 
tion of Life Underwriters. The program 
was under the chairmanship of Mildred 
F. Stone, C.L.U., Mutual Benefit Life, 
Newark, and the theme was “A Formula 
For Courage.” Speakers developed prac- 
tical suggestions and specifically helpful 
material on what to do, what to say and 
what to think to bring results in produc- 
tion and courage to the producer. Since 
the Congress was open to all women un- 
derwriters, several prominent women 
agents from out of town attended. 
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WARTIME BUYERS 


VIDENCE that those working in 

all-out war industries as well as 
in general manufacturing are buy- 
ing life insurance in greatly increas- 
ing numbers, is furnished in the cur- 
rent survey, “Who Are Buying Life 
Insurance Under Wartime Condi- 
tions,” released recently by the 
American Service Bureau, of Chi- 
cago, to Agency Departments and 
field representatives of American 
Life Convention companies. 


Scope 


A total of 15,000 persons who ap- 
plied for life insurance within the 
past month have been classified into 
13 major occupational groupings, 
showing the number in each group 
who have applied for life insurance, 
average amount of insurance applied 
for, number applying for policies of 
$5,000 and over, number of new in- 
surance buyers and average amount 
of insurance already owned. 

This study, now in its twelfth 
year, has furnished this year for the 
first time a breakdown of life in- 
surance buyers by sex and age. 
28.1% of the total number of appli- 
cants are women and girls and the 
age group from 21 to 30 make up 
38.3% of the entire number of appli- 
cants. 


Who's Who 


“Industries engaged in all-out pro- 
duction of war matériel are furnish- 
ing 10% of new buyers of life in- 
surance, while other manufacturing 
industries, the majority of which are 
contributing to the war effort, are 
supplying another 14% of all appli- 
cants,” said Lee N. Parker, Presi- 
dent of the.Bureau. The survey also 
seems to indicate, according to Mr. 
Parker, that the larger earnings of 
men engaged in building operations 
of defense  facilities—carpenters, 
masons, plasterers, plumbing and 
heating workers—are beginning to 
go into life insurance in increased 
amounts. This encouraging trend 
has not been previously noted. 
Farmers and ranchers reflect their 
improved economic condition both 
in number of applications and in 
average amount of insurance pur- 
chased which is substantially higher 
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and pass the / 
ainmunition: 


B. M. A. salesmen have no time to think 


about their place in the war effort. 


They're 


already in the fight. They have the ammuni- 
tion in the form of the most modern weapons 
of economic protection and a whole Nation 
full of people who need their advice and 
counsel. So they're going to keep right on 
working until the Government asks them to 


do otherwise. 


"2 
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Business 


W. T. CRANT 
President 


than a year ago. Transportation em- 
ployees, State and Federal Govern- 
ment workers, accountants and book- 
keepers, quarry and mine workers, 
public school teachers and other 
groups also show definite increase 
numerically as buyers of life insur- 
ance, 

The so-called non-gainful occupa- 
tions—rural and urban housewives, 
children and students up to eighteen 
years of age, account for nearly 25% 


Men's Assurance Company 


Vice-Pres. in Charge of Sales 


J. C. HICBON 


of the total number of applicants, a 
new all-time high. Though the aver- 
age amount applied for is but $1,116, 
this group numerically is the largest. 

Total applications for over $30,- 
000,000 of new life insurance have 
been reviewed in this survey, the 
average size policy being slightly 
over $2,000. Excluding children 
under eighteen years of age, ong ap- 
plication in ten was for policy of 


$5,000 or over. 
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In picking a wife (if you want one); or a car (when 





you could buy one) ; or a company to work for (that’s 
really what we’re leading up to) .. . there are many 
ways to reach a decision. You might draw straws, or 
consult an astrologer, or just toss a coin. 

But why trust to chance on a matter that affects you 
so seriously. If you are looking for happiness and con- 
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tentment in your work; a company that is interested in 
YOU and your success; a high commission schedule 
that pays you what each sale is really worth; the back- 
ground and prestige of nearly sixty years of impeccable 
service . . . inquire about a Franklin Direct-with-the- 
Home Office General Agency contract. Then toss coins 
until you are blue in the face . . . if you want to. With 


a Franklin contract... heads or tails .. . you can’t lose. 
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The Friendly i 
IRAN IILEN ILE couray” 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Insurance in Force Exceeds $230,000,000.00 
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ON COMPANIES AND ASSOCIATIONS 


AETNA LIFE 
Dividends Continued 


Directors of the Aetna Life Insurance Company, 
Hartford, have voted to continue the present dividend 
scale for dividends payable next year on participating 
policies issued prior to the first of October, 1942. 

The dividend scale for policies issued on and after 
the first of October, 1942, will be based upon the same 
interest, mortality and expense factors as used in the 
computation of dividends for policies issued prior to 
the above date. Since gross premiums were increased 
October 1, 1942, dividends payable under the new pol- 
icies will be greater than corresponding dividends pay- 
able under policies issued at the old rates. (For rates and 
dividends on new issues see Best’s Lire News, October 
1, 1942.) 


Interest 


The rate of interest to be allowed in the participating 
department on the proceeds of policies left with the 
company for all payments falling due in 1943 and to be 
allowed on dividend accumulations will be 3% except 
where a higher rate is guaranteed. 

The same rate of interest of 3% will be paid in the 
non-participating department on funds held by the com- 
pany except where a higher rate has been guaranteed. 


ATLANTIC LIFE 
Non-Medical Liberalized 


Due to a shortage of doctors, non-medical rules ap- 
plicable to single and married women have been liberal- 
ized by the Atlantic Life, Richmond, Va. Unmarried 
women forty and under will now be considered for a 
maximum of $3,000 and married women for $1,500. In 
the past it was required that the husband have insurance 
in the Atlantic Life as a prerequisite to the issue of non- 
medical insurance on the wife. This restriction has now 
been rescinded and the following rule will act as a guide 
in the solicitation of business: 

“If the applicant is married, the amount of in- 
surance in force on her life together with that 
applied for shall bear such relation to the amount 
carried by her husband as shall be deemed prover 
in the discretion of the underwriters. A dependent 
married woman of ordinary circumstances shall not 
be granted an amount of insurance to exceed that 
carried by her husband.” 
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Announcement was made October 20th of the pro- 
motion of Robert V. Hatcher, Agency Vice President 
to Executive Vice President by B. J. Wynne, President 
of Atlantic Life Insurance Company, Richmond. 

Mr. Hatcher is a native Richmonder, was educated 
in the Richmond Public Schools and received an LL.B. 
Degree from the University of Virginia. Following 
his graduation he engaged in law practice in Richmond 
as an associate of Royal E. Cabell and later as law 
partner of Joseph E. Hall. He became associated with 
the Atlantic Life in 1930 as Claims Attorney. Later he 
was made Secretary, then Superintendent of Agencies 
and in 1937 elected Vice President. 


BANKERS (lowa) 


New Group Policies 


After a careful study of the problems in the Group 
field, the Bankers Life Company, Des Moines, Iowa, 
has announced a new series of policies in the Group 
Department meeting the need for permanent forms of 
insurance under Group contracts. These new policies 
will answer the demand for a form of Group Insurance 
combining the economies and flexibility obtainable only 
under a Group contract with the advantages of indi- 
vidual policies written under a Pension Trust. The 
company’s announcement states : 

“A combined life insurance and pension program is 
furnished at a low cost and with additional benefits as 
the Group Life Insurance and the Group Annuity are 
combined in one contract. Any increased cost of the 
Group Annuity portion of the program, due to a low 
death rate, is offset in part because a low death rate will 
reduce death claims in the life insurance portion of the 
program. The Company can, therefore, offer more at- 
tractive rates than in the case where life rasurance and 
pensions are covered under separate contracts. 

“The maximum future premium cost of the plan is 
partially guaranteed. Premium rates on insurance placed 
in force at the inception of the contract are guaranteed 
for the duration of such coverage and are applicable 
for new entrants and increases in the five ensuing years. 
Adequate provision is made for insuring new em- 
ployees and for increasing the insurance on those who 
are promoted or given additional salary. 

“The new series of Group Permanent Insurance poli- 
cies are offered on the following plans: 

Whole Life Level Premium 

Whole Life Fully Paid-Up at Age 65 

Endowment at Age 65 

Income to Insured Employee at Age 65 

(Continued on next page) 
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OUR 
GENERAL 
AGENTS 


are receiving 


Liberal First Year and 

Renewal Commissions. 

. Organization Allowances. 

. Office Allowances. 

. Agency Development 
Funds. 

. Persistency Bonuses. 

. Trained Field Supervi- 

sion. 

. Prize Winning Sales Ma- 
terial. 

8. 1942 Merchandise. \ 

If YOU are interested in this kind of com- 


pensation and cooperation for high grade 
—- write 


S. McCONACHIE 
Vice Pres. & Supt. of Agents 
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OPPORTUNITY 
The Pan-American Life Offers: 


A complete line of Modern Policies. 

One of the most Liberal Agency Con- 

tracts in America. 

A Recruiting Plan and Special Training 

for new Fieldmen. 

A New System, relieving General Agents 

from detailed Agency Accounting. 

® Attractive and Effective Sales Aids and 
Policy Illustrations. 

® Adequate Financing. 


® Prospects for Insurance furnished 
through a Proven System. 


Correspondence invited with men not 
presently connected. 


It would be a courtesy to Best’s Insurance News 
if you will mention the name of this publication when 
replying to the above advertisement. Pan-American 


Life Ins. Co. 
Bs Address: 


CHARLES J. MESMAN 
Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 
NEW ORLEANS, U.S.A. 
CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS, Executive Vice-Pres. 
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BANKERS (lowa)—Continued 


Income to Insured Employee at Age 60 
Retirement Annuity (for special circumstances only) 
“These policies are based on the American Men 
Table of Mortality, with 2'4% interest. The premiums 
reflect the savings in acquisition and renewal expenses, 
and are slightly lower than those charged by the Com- 
pany for individual policies. 

“The new plan will be sold only in the Group Depart- 
ment, using Group underwriting rules and requirements, 
The Company will not consider any group of less than 
fifty lives or where less than $250,000 face amount of 
insurance is involved. The employer is required to pay 
at least 25% of the cost of the insurance. If employees 
contribute, at least 75% of those eligible must apply 
before the insurance can be made effective. The con- 
tracts are offered on either a contributory or non-con- 
tributory basis, with vesting privileges to meet the em- 
ployer’s wishes. 

“Credit values are available to the employer upon 
termination of employment of an employee at any time 
for that part of the insurance on that employee which 
the employer does not vest in the employee. Such credit 
values are equal to the full American Men 2%4% re- 
serves, without surrender charge, if applied toward the 
payment of future premiums due under the Group pol- 
icies. 

“Termination values are available to an employee on 
termination of his employment and depend upon the 
amount of his own contributions and the amount of 
equity purchased by the employer’s contributions and 
vested by the employer in the employee. Termination 
values are slightly less than employer's credit values and 
are generally not available in cash. Various options may 
be included in the contract for the choice of the em- 
ployee. These include, reduced paid-up insurance, the 
right to convert at attained age for a policy equal to the 
amount of Group protection less the reduced paid-up 
insurance provided, and in some cases the right to con- 
tinue some insurance in force by paying premiums based 
on original age and date of issue. Rights given to 
terminating employees will depend on the nature of 
the plan purchased by the corporation. 

“Usual life income settlement options and _ install- 


ment settlement options for a fixed period are included, 


the interest option is not included. The contract con- 
tains a war clause similar to that inserted by the Com- 
pany in individual policies applicable under certain con 
ditions. 

“Because the contracts offered are different to any 
previously offered by insurance companies and because 
they involve in most cases a special contract written to 
meet the needs of the case, the Company is making the 
offer subject to the completion, in each case, of a con- 
tract mutually satisfactory to the Company, the pur- 
chaser, and the State Insurance Department. In this 
respect, the new contracts are similar to Group Annuity 
Contracts. 

“Sample contracts and printed literature on the plan 
are not yet available. Standard forms are seldom ap 
plicable, as each contract is tailored to meet the needs 
of the case. For the time being, rate quotations and con 
tract specifications will generally be prepared in the 





Home Office.” 
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BERKSHIRE LIFE 


Rhodes Dies 
Amber President 


At a special meeting of the Board of Directors of 
the Berkshire Life Insurance Company, Pittsfield, 
Mass., Harrison L. Amber was elected President. Mr. 
Amber, formerly Vice President in charge of agency 
operations, succeeds the late Frederic H. Rhodes, who 
died October 31st in his 64th year, after serving the 
company since 1892. 

Mr. Amber’s insurance career commenced 25 years 
ago in Iowa City. After moving to Davenport, he was 
made Company General Agent at Buffalo, and in 1931 
was elected Vice President and made a member of the 
Board of Directors. He is also a director of the City 
Savings Bank of Pittsfield, and the Pittsfield Chamber 
of Commerce. 


COLUMBUS MUTUAL 
New Dividend Scale for 1943 


The new Schedule for the Columbus Mutual Life 
Insurance Co., Columbus, Ohio, becomes effective Jan- 
uary 1, 1943 for policies issued after January 1, 1941. 

The new Schedule reflects the experience of the Com- 
pany in recent years, and is designed to provide more 
substantial equity between policyholders than the 
previous schedule. Interest earnings over the guaranteed 
rates of 34% and 3% have been decreasing and mortal- 
ity savings have been increasing. The dividend formula 
has been revised so that the interest and mortality fac- 
tors conform more closely with the experience of the 
Columbus Mutual, as well as other companies. This 
results in some dividends being increased and others 
decreased, depending on type of policy, age at issue, and 
year of duration. 

Corresponding adjustment has been made in the divi- 
dends apportioned the 314% business issued prior to 
January, 1941. It is the aim of the Company to keep the 
dividends and net costs on the old 34%% business on a 
parity at all times with the 3% business now being 
issued, 

The Company will pay in the aggregate a few thou- 
sand dollars more under this new dividend formula than 
under the dividend formula it replaces. In general, it 
pays higher dividends at younger ages and on the lower 
premium forms. 


Preferred Risk-Ordinary Life—$5,000 


25 30 35 40 45 50 55 60 
5 89.05 101.45 117.55 138.60 166.85 205.40 258.45 332.10 


20.00 
21.25 
22.90 
23.50 
27.05 


21.15 21.45 
22.85 22.85 


16.30 
19.60 
26.05 
35.40 
55.00 


20.70 
29.80 


18.15 
25.20 
36.15 
47.10 
69.40 


26.70 
38.85 


(Continued on next page) 
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Successful Afgencies 
Dont JJust Grow 


( reading time 57 seconds ) 

A successful agency doesn’t just grow. It must 
be carefully nurtured in the rich soil of adequate 
facilities, bountifully supplied by intelligent per- 
sonal cooperation, liberally watered with per- 
spiration. 

Continental Assurance has the facilities and the 
spirit of cooperation. Can you supply the sweat 
of intensive effort? Contracts written include 
standard and substandard, participating and 
non-participating, Juvenile from one day up, 
Group Life, Group Accident & Health . . . all 
backed with tested tools and effective personal 
cooperation. 

An agency-minded Company, Continental 
Assurance has become one of the leading life 
insurance institutions operating in North Amer- 
ica because its personnel consists of men who 
have come up through the ranks. They have 
spent much of their time in the field. They know 
the importance of adequate facilities . . . made 
doubly effective by sympathetic understanding 
of the agent’s problems from the agent’s angle. 
Perhaps Continental Assurance is the answer to 
your agency problem in ’42—or any other year 


Nationally ‘Known for 
Strength and Growth 


i ae L 





ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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with 214% interest for new series of policies, effective 
January 1, 1943; premium rates will average about 
314% higher; cash values will be increased and slight 
reduction is made in the guaranteed return under Settle- 
ment Option O. Following new rates are applicable at 
age 35: Preferred Class Ordinary Life, $25.41; Stand- 
ard Endowment at 85, $26.97; Preferred Class 20 Pay 
Life, $37.70; Standard 20 Year Endowment, $51.57; 
Preferred 10 Year Term, $11.96. 


EQUITABLE (N. Y.) 


Parkinson Anniversary 


New Highs 


Thomas I. Parkinson became President of The 
Equitable Life Assurance Society of the U. S. on Oc- 
tober 20, 1927. A one day nation-wide new business 
tribute was paid to him on Tuesday, October 20th, 1942, 
by the several thousand field representatives in com- 
memoration of his completing 15 years as President of 
the Company. At the Home Office a luncheon was 
tendered to him by the Officers of the Society, at the 
close of which he was felicitated on the unprecedented 
expansion of the Equitable during his administration— 
a period embracing some of the most difficult years this 
country has ever witnessed—and during which under 
his guidance the total insurance in force, ordinary and 
group, on the Society’s books had increased from $5,- 
631,800,000 to $7,884,779,140, the total assets from 
$966,000,000 to over $2,750,000,000, and the number of 
insured lives and annuitants has more than doubled. 
In this same period it was pointed out that the company’s 
annual income grew from $254,000,000 in 1927 to ap- 
proximately $480,000,000 in 1942; that the total pay- 
ments to policyholders which amounted to $113,000,000 
in 1927 will exceed $211,000,000 in 1942, and that 
over the fifteen years of his term as President, the pay- 
ments to policyholders and beneficiaries aggregate $2,- 
828,600,000, a greater sum than was paid to policy- 
holders during the entire preceding 68 years of the 
company’s history. 


EQUITABLE (lowa) 
Gains 


The field force of the Equitable Life Insurance Com- 
pany of Iowa paid for $5,513,779 of life insurance and 
annuities in October, which brought to $45,468,126 the 
paid life insurance and annuity writings of the Com- 
pany for the first ten months of 1942. 

Life insurance in force was increased by $1,596,163 
during October, accounting for an in force gain for the 
year of $13,316,794 and an in force total of $632,036,- 


827. 
Extends Non-Medical 


_ The Equitable which has been issuing non-medical life 
insurance in rural territory and in towns and cities of 
less than 25,000 population, has now extended its non- 
medical plan to cities also. 

The non-medical limits on men and unmarried women 
will remain as at present, that is, ages 10 to 40, inclusive, 
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HOME OFFICE . © FIELD BUILDING 
CHICAGO ILLINOIS 


“2s Faithful as Old Faithful” 


ONE OF THE LOWEST NET COST 
COMPANIES IN THE UNITED STATES 


Whole Life (Paid-Up at 85) 
Minimum $2,500—Maximum $100,000 
Age Limit 10 to 60 


20 Year Annual Net 
Cost Per $1,000 
Annual Premium Present Dividend Scale 
Per $1,000 (Not Guaranteed) 


52.77 


NO MILITARY RESTRICTIONS BELOW AGE 15 
OR ABOVE AGE 44 























for a limit of $4,500 within a twelve months period and 
an aggregate amount of $6,000. Non-medical insurince 
has been extended to married women for an aggrevate 
limit of $2,500. As in the past non-medical insurance 
will not be issued on certain special policies such as 
Term, Family Income and Mortgage Redemption. 


EUREKA-MARYLAND 


Rates Revised 


Effective November 15 the Eureka-Maryland Assur- 
ance Corporation adopted a revised schedule of premium 
rates. No change was made in the non-forfeiture values. 
On a few plans, rates were not changed until after age 
30 and remained the same, or were slightly decreased, 
at the higher ages of issue ; but in general, the premiums 
were increased. At age 35 non-participating rates per 
$1,000 are: Ordinary Life, $21.95; 20 Payment Life, 
$30.37 ; 20 Year Endowment, $44.33; 30 Year Endow- 
ment, $28.80; Endowment at 60, $34.65. 


War Clause 


Beginning with the first issue of December, the 
Eureka-Maryland Assurance Corporation of Baltimore 
will include a war provision in its Industrial policies, 
which previously did not contain such restrictions. 


FARMERS & TRADERS 


Lammers Dies 


Martin W. Lammers, Superintendent of Agencies of 
the Farmers & Traders Life Insurance Company of 
Syracuse, New York, died November 10, 1942. 

Mr. Lammers has been identified with the life insur 
ance business for many years. He has held various posi- 
tions with several companies all relating to sales and 
supervisory work. He was active in the Underwriters 
Association, was a C.L.U. and a graduate from the 
Life Insurance Sales Research Bureau’s School in 
Agency Management. 


GIRARD LIFE 


Issues New Policies 


The Girard Life Insurance Company, Philadelphia, 
Pa., has issued a new non-participating policy called 
“Combined Whole Life and Term to Age 65.” It pro- 
vides that the face amount of the policy is payable if 
death occurs at any time prior to age 65. 

On attaining age 65, four options are offered. The 
first provides that one-third of the face amount of in- 
surance can be continued at a premium slightly higher 
than one-third of the original annual premium. At age 
35, the regular annual premium per thousand is $18.15. 
To continue one-third of the policy at age 65 the annual 
premium would be $7.47. The second option provides 
for paid-up insurance at age 65; the amount under a 
$1,000 contract issued at age 35 would be $241.00. The 
third option is to take the cash surrender value, which 
would amount to $174.00, and option No. 4 provides 
for the continuance of the full amount of insurance. The 
premium under such circumstances would be $60.05 per 
year. 
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GLOBE (Ill.) 
Pulfer Elected 


The Globe Life Insurance Company, of Chicago, has 
elected F. H. Pulfer as Vice President. Mr. Pulfer was 
formerly, for nineteen years, connected with the Fi- 
delity Association of Wheeling, West Virginia, as Vice 
President and Director of Agents. He plans to develop 
the annuity field for the Globe with their new Assured 
Annuity Contract, an 11 year plan of systematic savings 
with regular life insurance features that will provide 
lump sum and other optional settlements at maturity. 
Mr. Pulfer has opened offices at One No. LaSalle Street, 


Chicago. 


GREAT WEST 
New High 


Showing increases in 8 out of the first 10 months, 
new business of The Great-West Life Assurance Com- 
pany, Winnipeg, passed their 1941 total on November 3. 

Celebrating their 50th Anniversary this year, the 
company is enjoying the largest new business for more 
than a decade. While the increases are widely spread 
throughout their organization their program of de- 
velopment and expansion in the United States has con- 
tributed substantially to this record. 

Business in force has reached a new high of $698,- 
000,000—an increase of $28,000,000 for the first 10 


months. 


GUARDIAN LIFE 


Agents Retirement Plan 


President James A. McLain, of the Guardian Life 
Insurance Company of America, New York, N. Y. has 
announced to the Company’s agents the approval by 
the Board of Directors of the Guardian Agents’ Service 
and Retirement Plan, effective January 1, 1943. Con- 
sisting of both a non-contributory and a contributory 
program, the plan provides benefits based on past serv- 
ice as well as on future service. Every full time Guard- 
ian agent is eligible for membership and neither their 
contract nor first or renewal commissions are affected 
either before or after benefits begin. 


ILLINOIS STANDARD LIFE 


Organizing 


Incorporation papers for the Illinois Standard Life. 


Insurance Company were approved October 19th by the 

Insurance Department of the state of Illinois. The pro- 

posed capital is $100,000 and the surplus $50,000. Per- 

mit to sel! stock was issued October 15th but apparently 

there will be no wholesale selling of stock, nor any 
(Continued on next page) 


DECEMBER, 1942 


ra 





To Save Rubber 


We like those war posters which, aiming at necessary salvage 
effort by the public, siggest that one way for us to get into the 
scrap is to get in the scrap. 


While most of the salvaged material comes from our homes and 
factories, a surprising amount can be found just kicking around 
an office. While the urge is on for scrap rubber many an office 
discovers that hidden away in desk drawers can be found unused 
rubber stamps with others packed away in the space dedicated 
to discarded furniture. 


Rubber stamps are handy gadgets. They enable us quickly to 
imprint titles, phrases, sentences, whole paragraphs, on docu- 
ments with a guarantee that the imprint will carry no typo- 
graphical error. 


But the use of rubber stamps can also be a nuisance, and often 
is. An insurance policy or piece of direct mail, clean and fresh 
as it comes off the printer’s presses, instantly loses its tastefulness 
when the office boy slaps the front page with a casual imprint 
from a rubber stamp, ruining the good impression that could be 
made upon the recipient. 


Discarded and no-longer-useful rubber stamps should be turned 
into the rubber scrap pile. And while we have the salvage of 
rubber in mind, we might all give thought to whether we can’t 
salvage a lot of good printed matter by quitting the too generous 
use of rubber stamps for imprinting. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


WILLIAM H. KINGSLEY 
Chairman of the Board 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


a 
A ®hristmas Wish 


EST some should think the tradi- 

tional wish out of tune with the times, 
we hope that the Spirit of Christmas, 
emblematic of the peace and good will 
among men toward revival of which 
our nation battles, may richly bless, in 
this year’s Christmas Season, all to 
whom this message shall come. 


LIES company oy WR GUNA 


BRADFORD H. WALEER, President 


Home Office: RICHMOND 
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EASE 
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That is—live-wire agents, with an 
ambition to get ahead, who are 
looking for a connection with a 
strong, progressive company. 
The MISSOURI has highly pro- 
ductive territory open in Illinois, 
Iowa, Kansas, Kentucky and Mis- 
souri. 

And—to the right men—general 
agency opportunities in states 
near by Missouri will soon be 
open. Write for further data to— 


MISSOURI 
INSURANCE 
COMPANY 


St. Louis, Missouri. 
J. C. West, President. 
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If You 


. Are not at present under con- 
tract— 


. Are living in Washington, Mon- 
tana, Idaho, Wisconsin, Oregon, 
California, Minnesota or North 
Dakota— 


. Are interested in a direct Home 
Office contract— 


. Are looking for a company with 


a record of financial stability— 


. Are ambitious, progressive and 
alert— 


THEN 


Write to Superintendent of Agencies 
of the— 


Now li Life 


Insurance Company 
SEATTLE 


ILLINOIS STANDARD—Continued 


organization expense. Our information indicates tliat 
interests closely connected with the Bankers Life & 
Casualty Company and the Marquette Life Insurance 
Company (both domiciled in Chicago and operating on 
the assessment basis) are financing the company. 

Incorporators of the company are Chase Conover, 
Chicago insurance consultant and former Chief Fx- 
aminer of the Illinois Insurance Department; Frank 
Ebner, formerly with the Builders and Manufacturers 
Casualty Company of Chicago; and Max Zimmer, also 
formerly connected with the Builders and Manufac- 
turers Casualty Company. 

It is reliably reported that the two assessment compa- 
nies—the Bankers Life & Casualty Company and the 
Marquette Life Insurance Company—will be reinsured 
in the new Illinois Standard Life Insurance Company as 
soon as organizational plans have been completed. 


JOHN HANCOCK 
New Dividend Formula 


The adoption of a new dividend formula for Ordi 
nary policies of the John Hancock Mutual Life Insur 
ance Company was announced recently by President 
Guy W. Cox. In the new dividend formula, the interest 
factor has been reduced to 3.5 per cent from 3.75 per 
cent, which was the interest factor maintained without 
change over the past six years. There will also be a 
reduction in the interest factor in the formula for re- 
tirement annuity contracts. Dividends upon Group poli- 
cies are not based upon an interest factor, and the pres- 
ent general formula will be continued for 1943 with 
adjustments resulting from experience shown. The re- 
vised schedule of dividends for Industrial policies which 
was adopted last year, will be continued for 1943. 

The effect of the adoption of the new formula is a 
decrease of approximately 11.5 per cent in the amount 
of dividend payments on Ordinary policies for 1943. 
More than $24,000,000 is to be set aside by the John 
Hancock for dividends to policyholders in 1943. 

“The interest earnings,” stated President Cox, “due 
to the well-known decrease in interest rates on available 
investments, which decrease is accentuated by the nar- 
rowing field of available investments, except Govern 
ment bonds, at current low interest rates, are not at 
present sufficient to maintain a factor of 3.75 per cent. 
Increased taxation also depletes funds otherwise avail- 
able for dividend distribution. Therefore, a new divi- 
dend formula has been adopted in which the interest 
factor has been reduced to 3.5 per cent. This is the 
principal change and the only one which materially 
affects the aggregate amount of dividends to be dis- 
tributed.” 

It was further announced that during 1943 a maxi- 
mum interest rate of 3 per cent will be allowed on 
funds held on deposit or retained under Ordinary Op- 
tional Settlement Provisions not involving life contin- 
gencies, and also on dividends left on deposit, except 
under policies whose terms provide for a higher guar- 
anteed rate of interest. 
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KNIGHTS LIFE 


Keep ’Em Sailing” 

Seethaler Dies 
Louis Seethaler, Treasurer and Director of the 
Knights Life Insurance Company, Pittsburgh, Pa., died 
October 16 in his eightieth year. Mr. Seethaler was a 
member of the organization committee of the company, 
and when it was incorporated in 1917, he was on the 


Board of Directors and became Treasurer in 1927. Freedom of 


the Seas—a 
LINCOLN NATIONAL world 
Hall Dies ‘heritage—to 


Arthur Fletcher Hall, 70, founder of The Lincoln be protected 
National Life Insurance Company, Fort Wayne, and at any cost. 


for nearly four decades one of the outstanding leaders 
in life insurance circles, died November 9, at his home 
in Fort Wayne, Indiana. Death followed an illness of 
about six months. His condition did not become criti- 
cal, however, until two days before his death. 

At a special meeting November 10, the company’s 
board of directors passed a memorial resolution which 
highlighted Mr. Hall’s outstanding career. 


MASSACHUSETTS MUTUAL 


Gains 


American families received $13,299,448 in the first 
nine months this year, in payment of death claims alone 
on policies in the Massachusetts Mutual Life Insurance 
Company, Springfield. Payments on matured endow- 
ments were $2,883,593, and dividend payments 
amounted to $6,234,776. 

Insurance in force with the company showed a gain 
of $23,240,657. In addition to annuities, 531,923 poli- 
cies for $2,048,684,206 of life insurance are outstand- 
ing. On September 30 ledger assets were $780,808,252, 
a nine months gain of $34,179,023, compared with a 
$26,414,586 gain in the same period a year ago. 


MUTUAL LIFE 
New War Clause 


The Mutual Life Insurance Company of New York 
announces that it has adopted a new and, in some re- 
spects, more liberal war and aviation clause, effective 
on all policies now being issued. In addition, certain 
provisions of war and aviation clauses in outstanding 
policies also have been liberalized. The new clause is 
based upon the present recommendations of a committee 
of the National Association of Insurance Commis- 
sioners. 

In effect, the new clause gives, with certain exceptions, 
full coverage of the face amount both to civilians and 
members of the armed forces in cases where death 
occurs while in the “home area,” which has been 
broadened to include not only the 48 states of the United 

(Continued on next page) 
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GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


OPPOSITE INDEPENDENCE HALL 


DO YOU HAVE A 
RECRUITING PROBLEM? 


General Agents today need all the help a Home 
Office can give— 

SO WE ANNOUNCE 
the publication of a new visual presentation plan 
for selling our popular forms of insurance 


Prepared from actual selling experience with a 
complete text for 
Agents’ use in making presentation. 
Designed with special care to help General Agents 
of the Lafayette Life get new men under produc- 
tion with a minimum of time, travel and expense. 


THE 
LAFAYETTE LIFE 


INSURANCE COMPANY 


RANDALL G. YEAGER 
Superintendent of Agencies 
Lafayette Life Building 
LAFAYETTE, INDIANA 


General Agency development in Illinois, Indiana, lowa, 
Michigan, Missouri, Nebraska, Ohio and Tennessee 








m——) 82 YEARS OF SERVICE @—— 





THE 


GUARDIAN LIFE 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK CITY 








A MUTUAL COMPANY 
ESTABLISHED 1860 
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MUTUAL LIFE—Continued 

States, the District of Columbia and Canada, but also 
Newfoundland. The exceptions include aviation deatlis 
other than as a fare-paying passenger, and some deat!is 
resulting from war or from service in the armed forces 
where the cause of death occurs outside the home area. 
In all cases, under the new clause, deaths resulting from 
war and occurring within six months of return to the 
home area and within two years after issuance of the 
policy are excluded where the cause of death occurred 
outside the home area. 

Death outside the home area while the insured is in 
the armed forces is a risk not assumed by the Company 
under the terms of the new provisions, regardless of 
cause of death. With regard to civilians, the Company 
does not cover death resulting from war if such death 
occurs outside the home area within two years after 
the policy was taken out. The same restrictions concern 
ing aviation deaths as apply in the home area also apply 
outside this area. 

Settlements 


Under the new clause, the amount payable as a claim 
in event of death from a restricted cause is now the 
greater of (1) the reserve on the policy, less indebted 
ness, or (2) total premiums paid, less dividends paid, 
with compound interest at 3%, less indebtedness. 

The new clause in its entirety will not be made retro 
active to apply to existing policies with war clauses, the 
Company states. Although the clause generally is more 
favorable with regard to deaths inside the home area, 
clauses in general use up to now are more favorable 
in most instances with regard to deaths outside the 
home area. 

The provisions of existing clauses, however, have 
been liberalized so that full coverage will be given ex- 
cept where death results from a cause occurring outside 
the home area or from action by or against the enemy 
during an invasion. This liberalization does not affect 
existing restrictions concerning aviation and double 
indemnity. As a further benefit to policyholders insured 
under existing contracts, 3% interest will be pald in 
case of death resulting from a restricted cause where 
the death benefit is reduced under the terms of the policy 
to premiums less dividends. 


Waives Extra Premium 


The Mutual Life Insurance Company of New York 
has announced that extra premiums which originally 
were charged for insurance on account of added risk 
due to a hazardous occupation will be waived for the 
period the insured is in the military or naval service. 

J. Roger Hull, vice president and manager of agencies, 
in making the announcement pointed out that the com- 
pany’s action is not required by policy provisions and 
that upon return of the insured to civilian life the extra 
premium will be reimposed. 


NEW ENGLAND MUTUAL 
Dividends Continued 
The New England Mutual Life, Boston, announces 
continuance of the 1942 scale of dividends for 1943; 
314% interest will continue on dividends left on deposit 
and settlement options. 
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NORTHWESTERN MUTUAL 
Dividends Continued 

The Northwestern Mutual Life, Milwaukee, has con- 
tinued for 1943 the 1942 dividend schedule and interest 
rate under optional settlements, except for fully paid-up 
(including additions) and single premium policies where 
revisions have been made. 

Total assets of The Northwestern Mutual Life In- 
surance Company, Milwaukee, Wisconsin went over the 
11% billion dollar mark during the third quarter of 1942, 
while total insurance in force, as of Sept. 30, reached 
$4,112,519,263 on a total of 1,108,279 life policies. This 
is an increase of $67,844,400 in force on Jan. 1, and a 
gain of $107,706,340 since a year ago. The report of 
business for the first three quarters of 1942 was made 
by President M. J. Cleary to the Board of Trustees 
meeting at the Home Office here. 

New paid-for business in the first nine months totaled 
41,036 policies for $162,635,714, only three-tenths of 
1% less than in the same period last year. A more sig- 
nificant and important fact, however, is the abnormally 
low percentage of insurance that is being voluntarily 
terminated by policyholders. 

Operations of The Northwestern during the first nine 
months produced total income of $172,592,839, which 
included $103,200,314 in premiums, and $44,831,992 in 
interest and rents. Disbursements amounted to $110,- 
468,658, and included $3,417,623 in taxes paid, $25,- 
113,979 in dividends to policyholders, and $32,975,663 
paid on 8,234 death claims. Policyholders and bene- 
ficiaries received a total of $76,972,105, with an addi- 
tional $14,066,498 paid from funds left on deposit with 
the company, principally under installment settlements. 

“The demand for money in the mortgage field is far 
below normal and repayments on mortgages are con- 
tinuing at a high level. During the first three quarters 
this year, 444 farm sales, totaling over 92,000 acres, 
were approved. The price of farm land,” Mr. Cleary 
said, “has remained quite stable in spite of the high price 
of agricultural products.” 


OHIO STATE 
Gains 

A gain of $4,803,687 in insurance in force, $1,537,644 
in assets and $173,241 in contingency reserves for the 
first nine months of this year was reported October 22nd 
by Claris Adams, President of The Ohio State Life 
Insurance Company, Columbus, at the quarterly meeting 
of the Directors. 

As of September 30, the Company’s insurance in 
force stood at $114,878,015.38, admitted assets $25,836,- 
609.97 and combined capital, surplus, and voluntary con- 
tingency funds $2,627,011.81. Mr. Adams said the 
new paid-for business in the first nine months of this 
year was $1,068,757 more than in the first nine months 
of the preceding year. 





INVESTMENT EXECUTIVE AVAILABLE 


Eighteen years experience as firm member of Investment 
Banking and Mortgage Company dealing in high grade 
and medium grade securities, individual real estate mort- 
gages and real estate. Prefer South or Southwestern 
States location. Age 48, American, gentile, excellent 
health. Address Box 48, Alfred M. Best Company, Inc. 
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Edited TO and FOR BROKERS 


@ FRIENDLY-HUMAN-NEIGHBORLY 
GOOD NATURED....... 


Issued about once a month to develop closer 
fellowship with General Insurance Brokers. 


ARE YOU GETTING IT? 


If not, phone or write your General Agent. 
He will be glad to put you on his mailing list. 


State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


Gets 















Arms For The Front Line 


Underwriting, like war, requires powerful, 
modern arms to meet conditions of today. 
Fidelity provides its agents with such equip- 
ment. 

















There is a Fidelity coverage for every need 
including Regular and Modified Income for 
Life, Family Income and Family Mainte- 
nance, Modified Life, Term to 65, Five Year 
Renewable Term, Disability Income, Juvenile, 
Standard and Substandard. Its successful 
direct mail lead service furthermore is more 
than ever valuable in time saving prospect- 
ing. 





For sixty-four years Fidelity has been build- 
ing its wide reputation as a company friendly 
to policyholders and agents alike. 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 


& DELITY MUTUAL LIF 





































































ENJOY LUXURIANT 
AIR CONDITIONED ROOMS 
AT THE KENTUCKY HOTEL 
CENTRALLY LOCATED 


Finest meals and drinks 
at the famous Tavern 


























Rates from $3.00 single— 
$5.00 double 











Samuel S. Friedman—Managing Director 






























OLD LINE 
3%, Basis 


In a series of all day regional meetings, just com- 
pleted, The Old Line Life Insurance Company of Amer- 
ica, Milwaukee, Wisconsin, introduced to its Agency 
force a new ratebook and sales manual and announced 
the writing of participating insurance and a change to 
3% interest basis on reserves. Meetings were handled 
by Paul A. Parker, Agency Director, Assistant Agency 
Director Roy C. Millar, and Warren J. Moore, Secre- 
tary. 

The company will issue a complete line of participat- 
ing policies. The adoption of a 3% interest reserve 
basis includes both par and non par. The guaranteed 
rate of interest is 22% on all insurance estate options 
except life income, which is 3%. All options are sub- 
ject to interest dividends that may be declared by the 
Company. Interest on policy loans has been reduced to 
5%. 

Policy forms are revised and the policy contract itself 
completely streamlined. Adoption of a new type face, 
complete rearrangement in columnar form, the clear 
captioning of each provision and the elimination of legal 
phraseology, wherever consistent with clear construction, 
have all contributed greatly to easy reading and im- 
proved appearance. Total Disability and Double In- 
demnity riders follow the same pattern. Nonforfeiture 
values are printed in the policy. 


both par and non par. Application form has also been 
revised to eliminate the extra application required for 
the War Clause. 


New Policies 


Three new policies are added: Life Paid up at 65, 
which replaces Life Paid up at 70, Life Paid up at 85, 
replacing Life Maturing at 85, and a Double Protection 
to 65. Practically all forms are written both .par and 
non par. 


Gains 


Life insurance in force of The Old Line Life Insur- 
ance Company of America, Milwaukee, Wisconsin, 
reached $88,277,126, a net increase of $2,724,397 for 
the 9-month period, John E. Reilly, President, reported 
recently. 

Admitted assets increased $963,777 to an all-time 
high of $25,349,389. Gross income was $3,462,200, a 
gain of $198,591 over the corresponding period of 1941. 
Disbursements were $2,525,311, taxes amounting to 
$97,217 and payments to policyowners and beneficiaries 
$1,460,571. The aggregate paid to policyowners and 
beneficiaries since organization is $28,374,129. Invest- 
ment in United States Government Bonds almost 
doubled, increasing from $1,538,798 to $2,935,328 in 
the 9-month period. 

Lapses and surrenders continued to run low. New 
paid life insurance showed a gain of 8.75%, and Acci- 
dent and Health also recorded a substantial gain. 
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OREGON MUTUAL 


Term Conversions 


The Oregon Mutual Life, Portland, announces that 
effective October 23, conversion of term policies not 
containing a war clause can be made without including 
a war Clause in the permanent policy. This applies to all 
term contracts. 


Paid-Up Maturity Option 


Most endowment policies now maturing contain a 
paid-up life insurance option under which the proceeds 
of the policy are used as a single premium to buy paid- 
up life insurance. If this option is selected by the In- 
sured the war clause will not be included in the new 
contract, 


PAN-AMERICAN LIFE 


Annuity Rates Increased 


Effective September 15, 1942, the rates for Single 
Premium Annuities were increased by the Pan-Ameri- 
can Life Insurance Company, New Orleans. A brief 
illustration is given below : 


Single Premium Annuities 


Age Last -—— ——Without Refund———  _-————With Refund— 
Birthday S.P. $1,000 Purchases S.P. $1,000 Purchases 
Male Female $10 Mo. Ann. Mo. $10 Mo. Ann. Mo. 
$2045 $60.42 $4.89 $2450 $50.18 $4.08 
60 65 1782 69.66 5.61 2245 54.90 4.45 
5 7 1523 81.96 6.57 2041 60.55 4.90 
1275 98.65 7.84 1841 67.33 5.43 
1045 121.70 9.57 1652 75.33 6.05 
837 154.25 11. 95 1477 84.64 6.77 
655 201.33 15.27 1325 94.76 7.55 


Single Premium Savings and Life Annuity 
Monthly Incomes Per $1,000 Single Premium 


At 55 At 60 At 65 
Male Female } Female Male Female 
$6.43 r $7.99 $11.22 $10.00 
5.68 d 7.06 9.92 8.84 
5.02 € 6.24 8.77 7.81 
4.38 ‘ 5.52 7.75 6.91 
. 4.81 6.85 6.11 


PHOENIX MUTUAL (Ariz.) 


Assessment Concern 


We have received inquiries recently to the effect that 
this mutual benefit company, the complete title and ad- 
dress of which is Phoenix Mutual Insurance Company, 
West Monroe Street, Phoenix, Arizona, apparently is 
issuing insurance in certain Army Posts in Arizona. 
The latest information we can obtain is to the effect 
that being a mutual benefit company it operates on*a 
stipulated premium basis with a provision for special 
assessments ; the concern was incorporated last March 
and licensed March 14, 1942. Apparently a concern of 
this type deposits with the State Treasurer of Arizona 

(Continued on next page) 
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Throw Your Scrap 


Into The Fight 


Scrap is vital to our war effort. For 
half the metal in every ship, every gun, 
and every tank is scrap. 


Therefore, it is essential that every- 
one search every inch, every corner 
of their homes, plants, factories, farm 
yards, and back yards—and collect 
every ounce of scrap. No article is too 
small, none too large. Your pound of 
scrap may make the difference between 
victory and defeat. So let's clean up 
the enemy by cleaning up the scrap. 


hank fe 


giles pai Uae. 
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HEARD IN A BLACKOUT 


wHaT’s A MAN 
10 DO WITH HIS MONEY 
THESE DAYS? 


RELIANCE HAS THE ANSWER, 
BROTHER! WAR BONDS FOR 
INVESTMENT --AN INCOME 
REPLACEMENT* POLICY FOR 

PROTECTION NOW. 


* INCOME REPLACEMENT ... Reliance Life’s 
answer to the biggest insurance selling problem 
today. Smart salesmen everywhere are planning 
for their clients, programs that include War 
Bonds AND Reliance Life’s Income Replace- 
ment insurance. Pays benefits from the policy- 
holder’s death until he would have been 65. 
YOU ought to know all the details of this new 
kind of Life Insurance . . . contact the nearest 
Reliance Life manager or write: 


RELIANCE LIFE 
INSURANCE COMPANY OF PITTSBURGH 
Farmers Bank Building Pittsburgh, Pa. 



























Christmas 








A word so potent it brings visions 
—visions of a tiny Child, the Star 
and the three Shepherds; of Santa Claus— 
the tangible evidence of the love and protec- 
tion that should be the birthright of every 
child the world over; of a world lying peace- 
fully beneath the stars, the sky clear, the 
lights twinkling. 





























Christmas—with its visions, its promises— 
a torch for we Americans to carry into the 
darkened world, to bring back the birthright 
of little children. 




















May our Christmas greeting, to one another 
and to the world, give voice to the eternal 
hope of humanity everywhere—'peace on 
earth, goodwill toward men.’ 


PEOPLES LIFE INSURANCE COMPANY 


"The Friendly Company” 
FRANKFORT = 







































INDIANA 





























eA merica’s 








Distinctive 
Hotel 
































HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 

















Chosen by 121 Insurance Organizations as their meet- 








ing place—many returning again-and again... a 








true "Mecca" for the Insurance Fraternity . . . Where 








you'll always meet your friends and associates. 








« 
W. M. Dewey, President. P. J. Weber, Res. Manager. 


EDGEWATER BEACH HOTEL 


5300 Block Sheridan Road. CHICAGO. 

































PHOENIX MUTUAL—Continued 
$1,000 as a pre-requisite to engaging in the insurance 
business, presumably the ultimate deposit is to reach 
$10,000. This concern, of course, has no connection 
with the well and favorably known Phoenix Mutual 
Life Insurance Company, of Hartford. 


PRUDENTIAL 
Gray Dies 


E. N. Gray, assistant secretary of the Prudential |n- 
surance Company of America, died suddenly on Oct. 29 
at his desk in the home office of the company. 

Physicians who were summoned to attend the stricken 
executive ascribed his death to a coronary thrombosis. 
He had been consulting with one of his associates of 
the Ordinary Agencies department and there was no 
warning of the impending attack. 

Sayre MacLeod, supervisor of ordinary agencies, has 
been elected assistant secretary to succeed to the posi- 
tion of Mr. Gray. 





PURE PROTECTION 
PEERLESS 


Reorganizing 


The Pure Protection Insurance Association and the 
Peerless Insurance Association, Chicago burial concerns 
which are under the same management, are reorganizing 
to come within the scope of the provisions of the Illinois 
Code governing assessment life concerns. 


ST. LOUIS MUTUAL 


Mutvalization Plan Approved 


On November 10th Superintendent of Insurance of 
Missouri E. L. Scheufler approved a plan of mutualiza- 
tion of the St. Louis Mutual Life Insurance Company. 
The company has operated on the stock and mutual plan 
since November 20, 1930, having previously been on the 
mutual basis. 

To bring about the mutualization, the present capital 
stock of $100,000 (par value $10 per share) shall be 
converted into surplus of $100,000 and the shares of 
stock are converted into Surplus Conversion Certificates 
of 10,000 units, par value $10 each, said certificates to 
be dated June 1, 1942. These certificates are entitled 
to cumulative interest at the rate of 4% per annum and 
the interest is payable out of surplus in excess of $150,- 
000. If on June 1, 1945 all interest due up to December 
31, 1944 shall have been paid and the surplus at the end 
of 1944 exceeded $200,000, the directors may set aside 
such surplus in excess of $200,000 or any part of such 
excess, as a Reserve Fund for the retirement of the 
conversion certificates. When said Reserve Fund 
amounts to a sum equal to $200,000 and accrued interest 
on the conversion certificates, all of said certificates shall 
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Mn. Agent : 


effort to curb inflation. 


no expense to the management. 





be redeemed at $20 per unit and accrued interest. If no 
surplus has been set aside in the Reserve Fund for re- 
demption of the certificates and the surplus of the com- 
pany at any time prior to June 1, 1953 exceeds $400,000, 
then all of such certificates shall be redeemed at $20 
per unit and accrued interest; and, if said certificates 
are not redeemed on or before June 1, 1953 and the 
surplus of the company in excess of $150,000 shall 
equal the sum of $200,000, certificates will be redeemed 
at $20 and accrued interest. If the company should 
enter into a contract for consolidation or merger with or 
sale to another life insurance company before the re- 
demption of all the certificates, said merger or sale shall 
be conditioned upon and subject to the then retirement 
and redemption of all the outstanding surplus conversion 
certificates at $20 per unit plus interest. 


Participation Certificates 


As a part of the plan of mutualization and to provide 
additional amounts to the company’s surplus, the com- 
pany is authorized to issue and sell 8,000 Participation 
units of a par value of $10 per unit, the selling price being 
$12 per unit, the proceeds to go into the general surplus 
of the company. Each stockholder and each policyholder 
(excepting Juvenile policyholders under 21 years of 
age) shall have the privilege of purchasing these certifi- 
cates—one certificate per person for the policyholder 
and one unit for each share of stock held by the stock- 
holder, These Participation Certificates shall be entitled 
to cumulative interest at the rate of 4% on the par 
value to be payable conditionally and contingently out 
of a Sinking Fund created for that purpose. On and 
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Your No. 1 Wartime! Job 
5s to Help Prevent Inflation. 


You have one of the most effective mediums at your command. USE IT. Sell the idea of 
systematic monthly saving for the purchase of life insurance thereby materially aiding in the 


Right in your territory, expanding war industries increase the number of employee 
groups whose life insurance needs can best be met by Minnesota Mutual’s popular payroll 
deduction plan. This plan is already in force in over 500 concerns and involves practically 


A Quarter Billion Dollar Mutual Company, 62 years 
old, with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 
SAINT PAUL, MINNESOTA 








after June 1, 1942 the company shall set aside 4% of 
the total renewal premiums received by it on life insur- 
ance policies as a sinking fund for the payment of in- 
terest on the 8,000 units of Participation Certificates and 
the payment of the interest shall not be made out of any 
other funds of the company. The Participation Certifi- 
cates shall mature in 20 years and any or all of them 
may be redeemed and retired at any interest date after 
June 1, 1943 at $20 per unit with accrued interest, or 
they may be paid out of the surplus of the company in 
excess of $200,000, provided all of the Surplus Conver- 
sion Certificates mentioned above have been fully re- 
deemed. If any such Participation Certificates have not 
been retired at the maturity date mentioned, then the 
balance in the Sinking Fund shall be applied pro rata 
to the outstanding certificates but not in an amount in 
excess of $20 per unit and accrued interest. If such 
distribution does not pay $20 per unit and accrued in- 
terest, the company shall continue the accumulation of 
the sinking fund by setting aside 4% of the renewal 
premiums until all such Participation Certificates shall 
have been paid in full at $20 per unit and interest at 4% 
on the par value, which is $10. The 8,000 units of Par- 
ticipating Certificates are not to be absolute promises to 
pay either as to principal or interest, but the obligation 
of the company to pay interest is limited to the applica- 
tion of earnings of the company to the extent of 4% of 
the renewal premiums received set up as a sinking fund, 
as indicated, and the contingent redemption of the cer- 
tificates in the manner and out of the sinking fund 
and/or surplus when the same shall exceed the basic 
amount of the surplus which, as indicated, shall be 
$200,000. 
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a Dec. 52 
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(Rehabilitation Decision) ....... July 162 
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Franklin Life, Springfield 
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(Semi-Annual Figures) .......... Aug. 48 

See GOED. cau cane beneee secon Sept. 64 

(Jordan Vice President) .......... Oct. 58 

(Frederick Asst. Secretary) ...... Oct. 58 
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(New Disability Contract) ........ Nov. 58 
General American, St. Louis 

(McHaney Vice President) ....... Aug. 48 
German Hungarian Ladies, Chicago 

FEE ER June 97 
Girard Life, Philadelphia 

(Hardt Vice President) .......... July 163 

(Issues New Policies) ............ Dec. 52 
Globe Life, Chicago 

Ere Dec. 53 
Great Lakes Life, Cleveland 
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Great-West Life, Winnipeg 
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(Agents Group Plan) ............. Oct. 5 
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North American Re., New York 
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(First Quarter Report) May 
(Lochemes App: yointed) ........ scout 
— w Highs—Two Directors) Aug. 56 
yuitinues Dividends) I 
G: 1ins) 
Northwestern National, 
(New Policies) 
(Dividends Continued) 
(Non-Par on_ 3%) 
(Settlement Options) 
(H. O. Promotions) 
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(Quarter Results: Ross Medico) June 106 
(Reports Gains) Sept. 71 
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(Examination Favorable) "t. 62 
(“Non-Can” Benefits Increased) ..Nov. 63 
Pan-American Life, New Orleans 
(Annuity Rates Increased) 
Peerless Insurance, Chicago 
(Examined) 
(Reorganizing) 
Peoples Life, Frankfort 
(Adopts 3% —y 8) . 73 
(Other Chang s) . 74 
Philadelphia Life. Philadelphia 
(Term to 65 Polic y) Aug. 58 
Phoenix Mutual, Hartford 
Eee Nov. 64 
Phoenix Mutual, Phoenix 
(Assessment Concern) r. 50 
Postal Union, Los Angeles 
SD SEND vc tdowdndzesccsceece Nov. 64 
Preferred Life, Montgomery 
(1941 Statistics) June 106 
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...Dee, 60 


Protective Life, -— ee pene 
(Medical Director) 

Provident Life & Acc., 
(Non- See pg poll re Dis. 
(Six Months’ Results)” 

Provident Life, Bismarck 
(Vetter Actuary) 
(Favorably Examined) .. 


(Chattanooga 


July 174 
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(Goes on 3% Basis) ......... --.-Sept. 74 


) 
(Edick & Vetter Promoted) . 

Provident Mutual, Philadelphia 
(Director Wayne Dies) 
(Reports Gains) .... eee 
(Scattergood Asst. Treas. y 
(Low Termination) 

Prudential, Newark 
(Term to Age 65) .. 
(Government Bonds) 
(Advertising Under Chace) 
gm on Near) 

. G. Walker Director) 
+ SB. Mutualization) 
U. 8. Bonds) 
(Remaining Stock Purchased) 
(New War Clauses) 
(Gray Dies) 

Pullman Porters’, Chicago 
(Examined) 

Pure Protection, Chicago 
(Examined) 
(Reorganizing) 

Reliance Life, Pittsbur h 
(Favorably "Examine ) 

Reliance Mutual, Chicago 
(Report of Examination) 

Rural Life, Dallas 
(Correction ge 

St. Louis Mutual, St. 


(Considers Mutualization) ..... 
(Mutualization Plan Approved) 


Saskatchewan Life, 
(Changes Title 
Seaboard Life, Houston 

Record Quarter) 


. ¥. Preyer, Director) 

Security Mutual, Lincoln 

(Favorably Examined) 
Security Mutual, Binghamton 

(War Clause) 

(Hospital Expense Policy) 

(Recent Business) 

(Rates on Ane. Men 3%) 

(2%% for S.P’s.) 
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(Bloodworth Dies 

(Trinkle Advanced) 

(Harr Resigns) 
Southeastern Life, Greenville 
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Southern L. & H., Birmingham 
(Report Favorable) 
Southland Life, Dallas 
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State Farm Life, Bloomington 
(Perry Vice President) .......... Sept. 
State Life, Indianapolis 
To Reinsure Hearthstone) 
State Mutual Life, Worcester 
(Compensation Plan) 
(Executive Changes) 
(June 30th Figures) 
State National, St. Louis 
(Examination Favorable) . 6 
Sterling Insurance, Chicago 
(Examination) Nov. 67 
Sun Life, Montreal 
(Dividend Scale Decreased) -May 49 
ir B. Macaulay Dies) .... May 49 
New Settlement Options) M 49 
(Child’s Assur. Extra Prem.) .... 
(Revises Disability) Aug. 63 
(U. S. Branch Figures) 
(June 30th Figures) 


Sunset Life, Olympia 
(Moriarity Exec. V.P.) 
Texas State, Dallas 
(Correction Notice) ....... evaneee 


Travelers, Hartford 
(New “Triple 2» wee oe ane 176 
(Pays 300th Dividend) 
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(Error in Reports) o5séncce8 July te 
(Examination Favorable) ........ 
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United Insurance, Chicago 
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(Stops New Business) 
United States Life, New York 
(Louis Asst. Secretary) ........... 
Victory Life, Topeka 
(Cancels Lien) June 108 
Washington National, 
(C. P. Kendall Dies) 
(Griffin Treasurer) 
(Crawford Dies) 
(Home Office Promotions) 
West Coast, San Francisco 
(3% Contracts) Scien abesane May 52 
Western & Southern, Cincinnati 
(Rates Increased) 
Western Catholic Union, Quincy 
(Examined) 
Western Life, Helena 
(Favorably Examined) . 
Westland Home, San Francisco 
(Financial Figures) 
Wisconsin Life, Madison 
(3% Basis) 
Wisconsin National, 
(James Dies) 
Wisconsin State, Madison 
(Dividends Continued) 
Woodmen of the World, Omaha 
(Government Bonds) 
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